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Baldwin’s Tie-Up 
With Quinn Will Be 
Hard To Explain 


State Department Heads Irritated 
by Commissioner’s Endorse- 
ment of Promotion 








AMERICAN CAPITOL’S PLAN 





Is Former Head of Defunct World 
Mutual Organizer of “$10,- 
000,000 Company?” 


The publication last week by THe 
EASTERN UNDERWRITER of a story prov- 
ing that T. M. Baldwin, Jr., superin- 
tendent of insurance for the District 
of Columbia, is acting as a booster for 
a company in the stages of promotion 
—a company trying to sell millions of 
dollars of stock—caused a sensation, es- 
pecially in the ranks of the other insur- 
ance commissioners. 

A fac-simile copy of the commis- 
sioner’s letter is printed on another page. 
W. F. Quinn the Promoter 
To say that the commissioners were 
disgusted that one of their number 
should be a participant in such a bally- 
hoo is to put it mildly. Yet, the Com- 
missioner from the District of Columbia 
has written a letter, widely distributed by 
the organizer of the company, W. F. 
Quinn, recommending to a wealthy Chi- 
cago man, making inquiry about the 
company, the American Capitol of 
Washington, that he invest in its stock 
and endorsing Mr. Quinn “as I have 
not the slightest doubt that he is going 
to make a great success of it because 
he has started absolutely right in tak- 
ing the agents with him and _ putting 
them on his board of directors, which 
means that he will have an insurance 

company run by insurance men?” 

What insurance men? What agents? 
rhe only name mentioned in the Amer- 
ican Capitol’s stock offering prospectus 
is W. F. Quinn. 


An Unqualified Endorsement 


Mr. Quinn is described as “the or- 
ganization manager of the American 
Capitol Insurance Company” and—to 
quote Commissioner Baldwin—‘to my 
knowledge Mr. Quinn has been in the 
insurance business for about fifteen 
years as a broker, agent and president 
of a mutual insurance company, and was 
introduced to me and recommended by 
most substantial people.” 

Who were the substantial people? 
And what was the name of the mutual 
insurance company of which W. F. 
Quinn was the president? 

Is it possible that W. F. Quinn is 
William F. Quinn, who was president 
of the World Mutual Casualty of Gold 
Street, New York, which is now being 

(Continued on page 17) 
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PHOENIX 


Assurance Company, Ltd., 


of London 
100 William Street, New York 


A corporation which has stood the test of time! 
142 years of successful business operation. 
World-wide interests. Absolute security. 


Excellent Service and Facilities. 


PHOENIX - 


indemnity Company 


75 Maiden Lane, New York 
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SERVICE and BROKERAGE 
DEPARTMENT 


CHAS. F. ENDERLY, Manager 
122-126 William Street, New York City 
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We Arm the Ambitious! 


{— | 

Our monthly SALES LETTER has a yearly total of 144 rich pages. 

Supplies a commission-creating educational course—stories of delivered 
cases, descriptions of approaches and closings, answers to objections, 
prospect methods, inheritance tax arguments and illustrations, monthly 
income sales talks, business insurance presentations, sales by women to 
women, farmer solicitation, young men solicitation, and the like—all in the 
language of the actors in the experiences related. 

Increasing efficiency, through constant study, leads to the maximum of 
profitable service. We arm the ambitious! 


The Penn Mutual Life Insurance Company 
Philadelphia, Pa. 


Organized 1847 














Phoenix Mutual to 


Write Business 
On Non-Medical 


Vice-President Russell Makes Fly- 
ing Tour of Field Introduc- 
ing Plan 


CALLED “SELECTIVE RISK” 


Limit to Be $2,000; Expect Large 
Saving; Details of 
Method 


The Phoenix Mutual ,Life will after 
January 1, write business on the “non- 
medical” plan up to amount of $2,000 
and on certain forms. Vice-President 
and Agency Manager Winslow Russell 
with a group of his assistants from the 
home office will make a flying tour of 
the country during which the entire field 
force will be notified of the new plan in 
six days. 

The business is to be restricted to 
standard male or unmarried, self-sup- 
porting female risks, between ages fif- 
teen and forty-five, inclusive, and the 
insurance plan to whole life or endow- 
ment policies up to $2,000 with or with- 
out double indemnity. Disability bene- 
fits providing for either waiver of prem- 
ium or waiver of premium and a monthly 
income during total and permanent dis- 
ability may also be applied for. A brief 
medical examination will be required, 
however, in connection with any applica- 
tion submitted from any state which re- 
quires medical examinations by statute 
and any application for the company’s 
disability benefit which provides an in- 
come during temporary total disability. 


How New Plan Will Work 


The company has elected to call its 
new form a “Selective Risk” application 
because it feels that the term “non- 
medical” which has appeared so fre- 
quently in recent articles on the subject 
is somewhat misleading and likely to 
convey a wrong impression concerning 
the plan. The new name seems to in- 
dicate the true state of affairs, namely, 
that the company is planning to make a 
selection of risks before any medical 
examination is ordered. In that way, it 
believes that the obviously good risks 
can be separated in advance from the 
border-line or doubtful cases so that it 
will only be necessary to submit the 
questionable cases for medical examina- 
tion. Thus, there will be a saving in time 
and expense, for it will be possible to 
issue policies immediately to those risks 
which are clearly standard. 

An authority on the subject said re- 
cently: “If life companies trv to segre 

the good risks from the question 

ible risks on preliminary papers, they 

vill in my judgment succeed if they thus 

deal only with the group under age 
(Continued on page 4) 
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“Additional Line” _ 
Plan Held Illegal 


COMPANY CAN’T WAIVE MEDICAL 





Massachusetts’ Opinion Big Blow at 
“Policyholders’ Month”; Attorney 
General’s Argument 


Additional insurance without medical 
examination issued to persons previous- 
ly insured is held to be contrary to the 
Massachusetts’ statutes, in an opinion 
by Attorney General J. R. Benton. This 
opinion is a hard blow at one of the most 
promising production plans of a number 
of companies and will be felt keenly in 
agency departments. As used within the 
past year or two, the company sets aside 
a policyholders’ month when additional 
insurance ‘may be applied for without 
inedical examination if the policyholder 
has been examined within two years. On 
this plan the Travelers wrote $42,000,- 
000 last June during its policyholders’ 
month. The plan was shown to have 
such possibilities that some agency ex- 
ecutives planned to adopt the two-year 
period as a regular program so that all 
agents could go after policyholders be- 
fore the time limit expired. This was 
conceded to have great possibilities as a 
business getter. 

Insurance Commissioner Monk had 
asked the following questions: . 

1. May a life company lawfully issue, 
without a medical examination, an additional 
life insurance policy to a person previously 
insured by it after a medical examination? 

2. May a life company lawfully issue, 
without a medical examination, an additional 
life policy to a person previously insured 
by it after a medical examination, (a) if 
such additional policy is issued within a 
reasonable time after the medical examina- 
tion on which the previous policy was 
issued, (b) if such additional policy is is- 
sued within such period thereafter as the 
company may fix? 

3. May a life company lawfully provide in 
a policy of life insurance issued by it after 
a medieal examination, that the insured 
may, Within a period prescribed by the 
policy, take additional insurance either in 
the form of an additional policy or by an 
amendment to the existing policy without 
a subsequent medical examination? 

Attorney General Benton’s opinion 
given to Insurance Commissioner Monk 
follows: 

It is conceivable that the words of the 
statute, taken with extreme literalness, 
might be construed to mean that a single 
medical examination of the insured was 
intended to be the sole requirement of 
the act in this respect, irrespective of 
the length of time which might elapse 
between the issuance of contracts of in- 
surance upon the life of the insured; so 
that an insured who had satisfactorily 
passed a medical examination at the age 
of twenty-one might at thirty-one or 
fifty-one purchase additional policies of 
insurance without being again examined 
by a physician on behalf of the com- 
pany. The word “previously” has no 
definite, general meaning with relation 
to the extent of time eclapsing between 
two designated acts. It is, however, a 
matter of common knowledge that the 
physical condition of human beings and 
their availability as risks for an insur- 
ance company change with the passage 
of time, in some instances and at some 
ages with the passage of a short period 
of time. 

The purpose of this section of the 
statute, which is penal in character, is 
to prevent insurance companies and their 
officers from insuring persons as to 
whom the hazard of such insurance is 
unduly great,and whose insurance under 
such condition, by unfairly increasing 
the possibility of loss to the funds of 
the company, would improperly endanger 
the security of other policyholders. Such 
being the purpose of the statute, to in- 
terpret it as requiring only a single med- 
ical examination, the result of which, if 
favorable to the insured, is to permit 
him to purchase new insurance, either 
by new policies or by increases in the 
amount of those already bought, with- 
out being again subject to the require- 

(Continued on page 11) 














Look Ahead 


The agent who sees no 
further than a placed pol- 
icy cannot be called a real 
salesman, but the man who 
devotes himself unselfishly 
and enthusiastically to the 
task of making his policy- 
holders fully satisfied, in 
the belief that there is noth- 
ing better for them than 
life insurance, is closing the 

‘door against lapse and 
making it fast with the 


padlock of conservation. 


The Prudential 


Insurance Company of America 
Epwarp D. Durrtetp, President 


STRENCTN off 
CiematTan” 


Home Office: Newark, New Jersey 
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Connecticut Mutual 
To Issue Non-Medical 


PRES. ROBINSON’S STATEMENT 





Goes Into Effect After January 1; in 
Amounts of $2,000 or Less on 
Certain Plans 
President Henry S. Robinson, of the 
Connecticut Mutual Life, has sent an 
announcement to the representatives of 
the company, to the effect that after 
January 1, the Connecticut Mutual will 
undertake business on the non-medical 
plan following the general lines that 
have proved so satisfactory to the Can- 
adian companies. President Robinson’s 

letter follows: 

“It seems proper to announce at this 
time that after giving some months of 
study to the methods successfully pur- 
sued iif recent years by the Canadian 
companies with non-medical insurance, 
we have concluded to undertake shortly 
after the new year the issuance of in- 
surance without medical examination to 
applicants within certain age limits seek- 
ing $2,000 or less insurance on life or 
endowment plans who are found after 
thorough inquiries and investigations to 
be first-class risks. Because of existing 
legislation this offer cannot be made 
available for the present to residents of 
certain states. All details will be made 
known to you at the earliest opportun- 
ity, and this subject will be one of the 
important features for discussion at our 
forthcoming general agents’ conference 
in Chicago. 

First Selection With Field 

“The added responsibility imposed on 
our field organization by this plan, the 
careful selection of risks which it will 
entail and the need on the part of the 
field man for a thorough knowledge of 
underwriting principles in general and 
of the company’s underwriting practices 
in particular, fully justify extending the 
use of the non-medical plan to those 
agents only who have secured the nec- 
essary knowledge and training and who 
have qualified themselves to assume such 
responsibilities by successfully complet- 
ing the company’s educational course 
and receiving a certificate therefor. 

“A pioneer in educational training of 
its agents for their obligations to the 
insuring public, The Connecticut Mutual 
is in a particularly advantageous position 
to undertake this new development of 
the business.” 

Relying on the results of our con- 
tinued efforts at educational training and 
on the same happy cooperation from its 
field representatives that it has received 
in the past, the company is confident 
that this new undertaking will be carried 
through successfully to the material ad- 
vantage of the company’s policyholders 
as well as its field organization and that 
it will result in a wider distribution of 
the benefits of protection and in an ex- 
tension of the thrift idea for which life 
insurance stands.” 


RETURN TO COAST 





Cochrane and Davis of Pacific Mutual 
Visited Europe and Stopped Here 
President Cochrane of the Pacific 

Mutual Life and Vice-President Davis, 

who is also counsel of that company, have 

returned to Los Angeles after an absence 
during which they visited several coun- 
tries in Europe. They returned in time 
to attend the meetings of the Associa- 
tion of Life Insurance Presidents. Mr. 

Davis also attended the Life Counsel 

meeting. 

SALESMANSHIP COMMITTEE 
The committee on salesmanship for the 

National Association of Life Underwrit- 

ers for this year will consist of J. B. 

Duryea as chairman, and the following: 

F. W. Heron, Fidelity Mutual Life Ins. 

Co., San Francisco; Chas. L. Scott, Mass. 

Mutual Life Ins. Co., Kansas City; Mil- 

ton L. Woodward, Northwestern Mutual 

Life Ins. Co., Detroit; C. E. Bloeser, 

Aetna Life Jns. Co., Cincinnati. 
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Phoenix Mutual Plans 
(Continued from page 1) 


forty-five; if they order examination in 
every case which presents question as 
to physical record or condition; if they 
use this plan on the smaller cases only; 
and if they permit only their own trusted, 
full-time agents to handle the plan, and 
require such agents to personally rec- 
ommend the risk.” 

If this authority had been thinking of 
the Phoenix Mutual and had intended 
his words as a prophecy of their suc- 
cess, he could hardly have stated the 
conditions more exactly. The Phoenix 
Mutual has not only laid down rules re- 
garding the type of risk, the method of 
procedure, and the kind of policy to be 
issued which parallels the conditions he 
suggested, but the Company is in a 
unique position in regard to the quality 
and character of its agency organization. 


Years in Preparation 


In a sense, the Phoenix Mutual has 
been many years preparing for this an- 
nouncement. It points out quite properly 
that the foundation of the plan lies in 
the development of the unique agency 
program of the company which began 
over ten years ago. 

In describing that development, the 
company calls attention to the following 
phases, all of which have added signi- 
ficance when viewed in the light of the 
company’s most recent announcement. 
The important steps, which have marked 
the Phoenix Mutual as a leader in pro- 
pressive thought and action in life in- 
surance, are as follows: 

1. The requirement that each sales- 
man produce a_ prescribed minimum 
amount of business each year. 

2. The regulation of surplus line 
business and the exclusion of brokerage 
with its recognized attendant evils. 

3. The adoption of a standard com- 
mission contract which abolished special 
favor and placed all salesmen on an 
equal footing. 

4. The adoption in 1919 of a plan 
whereby only full-time representatives 
would be employed. 

5. The recognition that thorough 
training of salesmen is necessary for 
their success as well as a duty to the 
public—with the result that required 
training has substituted the responsible 
life insurance counselor for the old-time 
agent, and 

6. The launching of a _ nation-wide 
advertising campaign so that the public 
might know the Company had developed 
an exceptionally high quality of service 
and was prepared to render this service 
through qualified representatives. 

When the significance of the trend of 
this development has been observed, it 
is not surprising that the Phoenix 
Mutual should be the first of the Ameri- 
can companies to offer “Selective Risk” 
insurance along broad lines, and it is 
easy to understand the confidence of the 
Phoenix Mutual when it makes the fol 
lowing announcement: “Aside from 
our knowledge of the favorable experi- 
ence of the English, Swedish and Can 
adian companies, the Phoenix Mutual 
knows that it can offer this plan with 
out hesitation. 

1. Because its business is submitted 
by a group of carefully selected sales 
men who have been especially trained 
for their work and who are men of an 
exceptionally high grade. 

2. Because its long established policy 
on the part-time question has left it with 
only responsible men who devote their 
full time and effort to the business. 

Because its men are fitted to take 
over the responsibility involved, by their 
training and by their loyalty which has 
already been proved and cemented by 
close personal contact with the home 
office. 

The agents of the company are justly 
proud of the high tribute paid to them 
by their company, the essence of which 
is contained in a. preface to the an- 
nouncement by President A. A. Welch, 
which reads: “To our field counselors: 
At this season of the year, sincere greet- 
ings voice the high regard of man for 


man, though the form and the substance 


of these greetings is often immaterial. 
But to you come the greetings of your 
company, not mere words nor wishes of 
well-being, but concrete evidence of an 
abiding trust and confidence.” 

Announcing the plan, the “Field” says, 
“Beginning January 1, 1925, the company 
plans to reduce the expense of new 
business, conserve the time of its field 
counselors as well as of its clients, and 
in many other ways increase efficiency 
at the Home Office and in the field, by 
eliminating so far as is possible within 
definite limits, the trouble, expense and 
delay of the usual medical examination. 
This does not mean that the company is 
preparing to insure all classes of risks 
good or bad, without medical examina- 
tion. It is far from being that. The 
plan has been called “non-medical” in- 
surance in many articles on the subject 
now appearing in the public and insur- 
ance press, but that term is somewhat 
misleading. Rather is it insurance based 
upon selections made in advance of the 
medical examination. Is it not reason- 
able to assume, therefore, that most of 
the trouble, expense and delay of medi- 
cal examinations can be saved if some 
plan can be devised whereby the excep- 
tionally good risks are separated in ad- 
vance from the border-line or doubtful 
cases? Policies on the regular forms, at 
regular rates and with the regular divi- 
dends could then be issued to the good 
risks and only the border-line cases 
would have to be remanded for medical 
examination in order to determine their 
proper classification.” 


Features of Saving 


In discussing the advantages of the 
plan, the company calls attention to the 
fact that the saving in medical fees will 
be only a small part of the conservation. 
For the agent, it will mean that all the 
time ordinarily spent in arranging for 
medical examinations, making new ap- 
pointments when for any reason the first 
appointment could not be kept, in bring- 
ing the prospect to the doctor, or vice 
versa, will be released for active solici- 
tation of other prospects. The company 
expects that its men will be able to make 
more interviews and that, in consequence, 
each working hour of its men will show 
an increased value, especially if the time 
thus saved is wisely employed towards 
securing applications for larger amounts 
of insurance. 

On the other hand, the time of the 
prospect will be conserved and there will 
be a time saving at the Home Office 
where the Medical Department will be 
relieved of pressure and its personnel 
given the opportunity to concentrate 
their thought and study on those cases 
where the opinion of a medical examiner 
is absolutely necessary. It is also be- 
lieved that the new plan will enable the 
company to extend its operations in 
rural districts where the doctor cannot 
be reached as easily as in the city. 


Company’s Rules 
The company’s rules for the use of the 
“Selective Risk” application are of inter- 
est: 
Type of Risk: Only standard lives 
carefully selected. 
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Amount: $1,000 to $2,000, inclusive, 
More than $2,000 will require the usual 
full medical examination. 

Plan: Any Life or Endowment plan, 

Age: 15 to 45, inclusive: 

Sex: Male risks and self-supporting, 
unmarried female risks. 

Standard Risks Only: This application 
form cannot be used for substandard 
lives, which will require complete medi- 
cal examination on the usual form. 

Disability: Disability “A” and “B” will 
be considered if the maximum amount 
of disability benefits has not already 
been issued, but Disability “C” will call 
for the brief medical examination pro- 
vided for on the reverse side of the ap- 
plication. 

Double Indemnity: Will be considered. 

Additional Insurance: After the maxi- 
mum $2,000 has been issued on the 
“Selective Risk” application, the usual 
full medical examination will re required 
for any additional amount in the future. 

Examination May be Necessary: The 
Company reserves the right to call for a 
complete medical examination if it is 
considered necessary. 

Surplus Line: Only business solicited 
by the regular Phoenix Mutual Organi- 
zation will be considered. 

Personal Interview Necessary: Coun- 
selors may submit only those applica- 
tions which have been written by per- 
sonal interview. 

Agent’s Report: The counselor is ex- 
pected to determine as fully as possible 
whether the applicant’s insurance history, 
personal history and physical condition 
are favorable. 

Insurability: Consult the Company’s 
Guide Book for advice. When risk has 
been exposed within two years to tuber- 
cular infection, or if you are in doubt as 
to insurability, always consult the Home 
Office by preliminary inquiry or other- 
wise. 

Weight: Border-line overweight and 
underweight applicants should be care- 
fully measured and weighed by the coun- 
selor who should indicate that he has 
done so, in his report. Particular atten- 
tion should be given to underweights at 
the lower ages. 

Short Form Examination: The 
statutes of the following states prohibit 
the issue of life insurance unless with 
medical examination and, in consequence, 
in such states the brief examination pro- 
vided for on the back of the application 
must be executed by one of the com- 
pany’s appointed examiners: Arizona, 
Georgia, Idaho, Indiana, Iowa, Massa- 
chusetts, Mississippi, Nebraska, North 
Carolina, Oklahoma and Washington. 

Examination: All applications falling 
under the above instructions must be 
submitted without medical examination 
unless the instructions indicate other- 
wise. 





REDUCES PAYROLL PREMIUM 





Connecticut General Also Raises Limits 
Under This Contract With 
/ Short Medical 

The Connecticut General Life has an- 
nounced a reduction in premium on its 
new Pay Roll Deduction Plan of insur- 
ance. It has also announced an increase 
from $3,000 to $10,000 in the limit of in- 
surance it will consider with only a short 
medical examination in the case of in- 
dividuals insured under the Pay Roll 
Deduction Plan. 

Pay Roll Deduction insurance as writ- 
ten by the Connecticut General is put 
in force as soon as each application is 
approved, whether the premium has been 
paid or not. The company believes that 
this liberal way of handling the situation 
is justified by the fact that the applicant 
has laready authorized the employer to 
deduct the premium from his pay and 
the employér has agreed to pay it to the 
company. 





NEW GENERAL AGENCY 

Lima, Ohio, will now have a general 
agency of the United Life and Accident 
under Arthur L. Lenau, who was for- 
merly with the Western and Southern 
Life. Mr. Lenau is a world traveller, 
active in politics, and a successful life 
underwriter of several years’ experience. 








we ow Nr 


~ 





December 19, 1924 

















Page 5 








Advertising Man Made 
Manager Of Agencies 


CLEVELAND LIFE APPOINTMENT 


President W. H. Hunt Names Ray H. 
Finger Secretary of Cleveland Ad- 
vertising Club for Office 








As manager of agencies for the Cleve- 
land Life, a position that has been vacant 
for some time, President William H. 
Hunt has named Ray H. Finger for three 
years secretary-manager of the Cleve- 
land Advertising Club, one of the most 
successful organizations of its character, 
with a membership of one thousand and 
an unusually wide scope of educational 
activities. Mr. Finger is a graduate of 
Cornell College and has distinguished 
himself in the field of athletics. During 
the war he was Director of Curative 
Physical Training and Physical Re- 


RAY H. FINGER 


habilitation, Morale Officer and Director 
of Athletics in training camps. In addi- 
tion he handled the duties of Insurance 
Officer of the General Army Hospital, 
an experience which has given him 
valuable information in the various de- 
tails of life insurance activities. For sev- 
eral years he was promotion manager of 
Chautauqua bureaus, later assuming the 
management of the Alumni Association 
of Case School of Applied Science of 
Cleveland. 

Mr. Finger brings to his new position 
the attributes of enthusiasm, persistence 
and good-fellowship that have made him 
successful and popular in all of his un- 
dertakings. In The Cleveland Life he 
will find enlarged opportunities for the 
exercise of his talents, more especially 
as the organization is entering a new era 
of expansion. 

“It is with real satisfaction that we 
have been able to secure Mr. Finger,” 
said President Hunt in making the an- 
nouncement of the appointment. “We 
look upon him as a man qualified to ad- 
vance the ideals of our company.” 





GETS OUT HALF-RATE FORM 


Mutual Life of Canada Joins Companies 
Here In Issuing Modified Life 
Contract 

Whole life and 20 payment life policies 
are now being issued by the Mutual Life 
of Canada on the plan known as “half 
premium rate for first five years.” 


Medical examination is required, and 
only ages from 20 to 55 inclusive are ac- 
cepted. It is only on the half-rate 20 
payment plan that women are accepted. 
It is also provided that the double in- 
demnity benefit and total disability clause 


eo be attached at the full regular ex- 
ras 





Robertson Law Has 
Failed in Purposes 


ACHIEVED CONTRARY EFFECTS 


Capital Not Made Plentiful There and 
Interest Rates Relatively High by 
Investment Law 





That the Robertson Law enacted in 
Texas in 1907 has failed in every respect 
to accomplish what its framers expected, 
that instead of making capital plentiful 
there and interest rates low, the reverse 
had been the experience since the en- 
actment of this law to regulate invest- 
ments of companies writing insurance 
there, were some of the points made by 
Robert Lynn Cox, second vice-president 
of the Metropolitan Life, before the Life 
Presidents’ Association last week. Mr. 
Cox reached these conclusions: 

The “Robertson Law” has not made 
money plentiful in Texas, as its author 
thought and proclaimed it would. There 
is no evidence that it has had any favor- 
able effect along this line. There is, on 
the contrary, much evidence that it has 
kept money out of Texas. 

Rates of interest have not been re- 
duced by operation of the law, because 
they have at all times been higher than 
in other States where no such law was 
in effect. 

Great agricultural States, including 
Texas, should not favor attempts at 
legislative compulsion of loans, because 
the effect of such a law if it could be 
made to overturn the natural law of 
supply and demand, would be disastrous 
to the best interests of such States. 

The transfer of life insurance funds 
from the West, where capital is in great 
demand, to the East, where it is not so 
much needed, would be contrary to the 
interests of life insurance policyholders, 
though the great majority of them re- 
side in the populous Northeastern and 
Eastern States. 

Enactment of the Robertson Compul- 
sory Investment Law in 1907 may be 
easily accounted for, and even excused, 
but its continuance upon the statute 
books cannot be justified, either in the 
interest of the people of Texas or of life 
insurance policyholders. 

The result of forces other than com- 
pulsion, life insurance furds to the ex- 
tent of more than four and one-half 
times the amount the statute required 
were invested in Texas securities at the 
end of 1922. A comparison of the inter- 
est rates prevailing in Texas and other 
States shows the Texas rate much above 
the average. The Federal Reserve Bank 
reports reveal the money rates in the 
Dallas district 24% to 3% higher than the 
combined average rate for all banks. The 
average rate on Texas farm mortgages 
is given as 7.3%, which is exceeded by 
only four states. A study of the interest 
rate on farm mortgages made by life in- 
surance companies showed that the 
Texas rate was the highest net rate of 
any states wherein these companies 
were extensively engaged in farm loan 
operations. The difference in rates on 
city loans in Texas is from 142% to 3% 
higher than rates prevailing in other 
states. 

“Why should Texas have been paying 
higher rates than other great agricultural 
States?” said Mr. Cox. “The answer 
given by every well-informed citizen of 
Texas is the same. It is because Texas, 
with all her growth, and her great un- 
developed resources, is much _ under- 
capitalized. Something other than de- 
merit of her securities has interfered 
with the marketing of them in places 
where they should be in great demand. 
With a population in 1920 of 4,940,000— 
about one-half the number of people 
living within modern cannon range of 


the room in which we are meeting—she - 


is as yet but sparsely populated. Instead 
of her needs being satisfied with less 
than $200,000,000 of foreign life insur- 
ance money, she could use to advantage, 
at once, at least twice that amount of 
their funds, and, ere many years, five or 
ten times as much,” 





Importance Of 
Small Policies 


BULK FOR _ $10,000 OR 


LESS 





R. W. Stevens Calls Small Policyholder 
and Small Producer Foundation of 


Business 





The small policyholder and the small 
producer were characterized as the 
foundation of the life insurance business 
by R. W. Stevens, President of the IIli- 
nois Life, before the life insurance presi- 
dents last week. His comments follow: 

T shall not bore you with even a brief 
review of the history and development 
of insurance, but I would remind you 
that our business had its beginnings in 
a far off time when, perhaps because of 
a more primitive civilization, the bereave- 
ments and financial losses of friends and 
neighbors were more sympathetically felt 
than we can claim in this rapid age of 
the air-plane and the radio. To con- 
tribute in equal share to the immediate 
and pressing relief of suffering friends 
and neighbors, each of whom knew all 
the others, was the sole purpose of the 
first insurance bond. To create estates 
and competencies for beneficaries did not 
enter into the scheme of those ancient 
underwriters who sought nothing more 
than to give temporary relief to fellow 
workers from the extraordinary burden 
of unexpected loss. 

To the American companies is due the 
credit for the great development of life 
insurance during the last half of the 
19th Century and its still greater de- 
velopment during the minor years of the 
20th Century. I shall not comment upon 
the methods used to stimulate the ex- 
tension of life insurance during those 
hectic years climaxed by the eruption 
of Mr. Armstrong further than to say 
that regardless of the criticisms which 
the life officers and agents of that period 
had heaped upon them they were master 
builders after all. At no time was the 
financial integrity of their institutions 
questioned, and there are countless 
shades on the Stygian shore who, if able 
to look back, must bless those ambiguous 
agents due to whose persistent efforts 
their widows and daughters avoided the 
wash tub or worse as a means of liveli 
hood. 


Service to Humble Policyholders 


In these affluent times when so much 
is being said and printed about million- 
dollar policies taken for the purpose of 
creating estates and of paying mortuary 
taxes on great fortunes it is well for us 
to lower our eyes once in a while to ob- 
serve the blessings brought to those in 
humble walks of life by those lowly ad- 
vocates of life insurance who toil day in 
and day out among those prospects to 
whom the premium on even one thou- 
sand of life insurance means much per- 
sonal sacrifice. 

Do you think that the story of Mr. 
Million Bucks who through life insur- 
ance enhanced the value of his estate 
by several million dollars, impresses the 
advantages and the solemnity of life in- 
surance upon the heart and mind of Mr. 
Average American as profoundly and 
reverently as does this letter which my 
company received this year from a little 
girl whose father left her only one thou- 
sand of life insurance ? 

“T received your letter telling me that 
you paid-my guardian one thousand dol- 
lars on the life insurance policy carried 
by my father who died a short time ago. 
I am more grateful than I can tell you, 
as this money will not only be a great 
help to me but to my mother, as without 
it, I would be dependent upon her en- 
tirely. She works every day and we live 
with my grandmother who is not at all 
well. 

“For many months just past I have 
been crippel. I broke my ankle and 
tuberculosis set in the bone, so for a long 
time I had my foot in the cast and had 
to use crutches. The last six months I 
have been wearing a brace and going to 
school. Now the doctor says my foot is 

(Continued on page 12) 














(PENNSYLVANIA) 


BUILDING 





The unique “T”’ shape 
floor-plan eliminates 
dark spaces and gives 
every office—large or 
small—a _ corner-room 


brightness. 


This 22 story building 
is as perfectly located 
for transit facilities as it 
is scientifically designed 
to catch the sunlight. 











Let our space engineers 
capitalize the unique 
floor plan of the PENN- 
SYLVANIA BUILDING 
to minimize your space 
requirements. 


Units of 850 to 20,000 sq. ft. 
are available to big corpora- 
tions at comparatively low 
rentals from March, 1925. 


JULIUS TISHMAN & SONS, Inc. 
Owners & Builders 


| 
PENNSYLVANIA 


BUILDING 
225-241 West 34 thst. 


Renting Agents 
BROWN, WHEELOCK: 
HARRIS, VOUGHT&CO., Inc. 
L 20 East 48th St.—14 Wall St. 
Or Your Own Broker 

















HAS SALES COUNSELOR 





Northwestern National Life Names 
Officer Who Will Act as Advisor 
To Field Force 


The Northwestern National Life has 
appointed E. W. Hillweg, assistant sec- 
retary of the company, as sales counselor 
to help its field representatives solve 
knotty problems. Arnold Hobbs, for the 
past two years attorney for the company, 
will act as advisor with special reference 
to estate and inheritance tax matters. 

Mr. Hillweg has been with the com- 
pany for twenty years and was for years 
superintendent of agencies, previous to 
which he was in the field for years also. 
He is well qualified to attack any prob- 
lem that may come up in the field. 
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JOSEPH R. PAISLEY W. K. WHITFIELD 


President 


With the formal approval of final 
steps for the consolidation of the Stand 
ard Life with the International Life of 
St. Louis, this will make the Interna- 
tional Life one of the largest com- 
panies in the Mississippi Valley. It will 
have $260,000,000 of insurance in force, 
total assets of $33,000,000 and a surplus 
to policyholders of $2,000,000. 

Under the plan of consolidation the 
Standard Life stockholders are given 
the option of surrendering their stock 
for cash at three and one-half times its 
par value and a further option of sur- 
rendering their stock for trust certifi- 
cates entitling them to receive for a 
period of years three-fourths of the 
profits arising from the administration 
of $81,000,000 of insurance taken over 
by the International Life from the 
Standard. The Standard Life stock- 
holders may also acquire International 
Life stock share for share in exchange 
for Standard Life stock. 

The president of the new combined 
companies, Joseph Rankin Paisley, has 
a background of experience and train- 
ing that well qualifies him to head one 
of the great life insurance companies 
of the Middle West. In his early ca- 
reer, before entering the insurance busi- 
ness, Mr. Paisley was a school teacher 
and also did a general money lending 
and abstracting business in his county. 
In 1897 he organized a fraternal benefit 
society, which operated on a sound old 
line basis until 1914, when Mr. Paisley 
organized the Mutual Protective League, 
which later became the Standard Life 
Several life insurance organizations 
have been reinsured by it in the years 
since. These steps in building a great 
company have qualified President Pais- 
ley for the important responsibilities 
which he now has in the life insurance 
business. He is a 32nd degree Mason. 
His interests and activities are broad. 
He takes an active part in municipal, 
social and church work and is greatly 
interested in improving the condition of 
the employes of his company. 

W. F. Grantges, the vice-president 
and general manager of agencies of the 
company, has been an officer of the In- 
ternational Life since 1908, Only thirty- 
five years old now, he was secretary 
of the company at twenty-one and had 
previously been cashier, manager of 


Vice-President 


personnel and in charge of the com- 
pany records. Vice-President Grantges company, but he has always been 
not only has a thorough knowledge of close touch with the agency end 





the internal affairs and working of the 
in 
and 








PENNSYLVANIA OPPORTUNITY 


If you are interested in making a permanent connection with an old 


well established company with a progressive management and an un- 
equalled dividend record, it will be to your interest te investigate our 
proposition. 

Address, PERMANENT, 





Care of The Eastern Underwriter, 86 Fulton Street, New Yerk City 




















To the entire insurance fraternity 


“A MERRY XMAS” 


and 


“A HAPPY NEW YEAR” 
S. S. WOLFSON, Inc. 


Managers 
Bible House Agency 
UNION CENTRAL LIFE INSURANCE COMPANY 
350-2 BIBLE HOUSE NEW YORK, N. Y. 




















American Central Life 


Insurance Company 


INDIANAPOLIS 


Established 1899 


All agency contracts direct with the company 


Address: 


HERBERT M. WOOLLEN, President 
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W. F. GRANTGES 


Vice-President 


for some time has been in charge of 
agency work. 

Judge W. K. Whitfield, vice-president 
of the company, was a circuit judge in 
Illinois from 1914 to 1921, and was sold 
to the idea of giving up his judicial ca- 
reer and devoting himself to life insur- 
ance, by President Paisley. He now 
devotes his entire time to the Inter- 
national Life. 





MANAGER FOR ARIZONA 


Gordon L. Eby who has been a mem- 
ber of the Lincoln National Life sales 
force for the past four years, has been 
named state manager for Arizona. For 
the past two years he has been general 
agent for the Southern California terri- 
tory with headquarters at San Diego. 
He will continue to make San Diego his 
headquarters and is already securing 
representatives in Arizona. 





CHICAGO AGENCY RECORD 


All records for the Chicago agencies 
of the Equitable Life of New York were 
broken in November as a result of a 
paid for volume of $4,697,775, which is 
an increase of $1,000,000 over last year’s 
November total. The W. M. Hammond 
agency led for the month with $1,090,515. 
The total Chicago paid for business for 
the year, so far, is $47,000,000, which is 
more than the total for the full year 
of 1923. 


CONNECTICUT GENERAL GROUPS 

The following concerns have recently 
presented their employes with group life 
insurance in the Connecticut General 
Life: F. P. Hoy, Inc., New York City; 
The C. B. Dolge Co., and The Embalm- 
ers’ Supply Co., Westport, Conn.; The 
Free Press Association and The Free 
Press Printing Co., Burlington, Vt.; L. 
& L. Motor Supply Co., Thompson 
Knott Motor Co., Kruman Oil Co., and 


Thompson & DeJarnette, Sioux Falls, 


S. D.; and Barker, Rose & Clinton Co., 
Elmira, N. Y. 

The S. & E. Motor Hire Corp., and 
Metropolitan Distributors, Inc., of New 
York; the Atlantic Carton Corp., and 
Hygienic Fibre Co., Inc., of Norwich, 
Conn., have. presented their .employes 
with Group Disability Insuraneée, in the 
Connecticut General. The Town of 
Wethersfield has also given its volunteer 
firemen Connecticut General Group Dis- 
ability protection, 
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The Businessman and the Abstractor 





More Managerial Advice 
About Abstractors 


HOW TO RECEIVE THEM 





Views of Messrs. Sidley, Andrews, Allen, 
Wells, Hall, Foehl and 
Hart & Eubank 





Tue EASTERN UNDERWRITER presents 
herewith another collection of state- 
ments by some of the leading general 
agents of Greater New York sent to this 
paper in response to a question asked 
relative to the treatment of “policy 
analysts,” “policy abstractors” and other 
agents who are engaged at the present 
time and in large numbers endeavoring 
to substitute one policy or group of 
policies for others. 

The question asked by THe EAstTEerN 
UnpERWRITER follows: 

What should be the attitude of a busi- 
ness man when a salesman he never saw 
before, but with a fine personality and very 
good at figures, comes in and gives a con- 
qincing argument that he should turn over 
his policies for inspection with the idea of 
changing them to some other forms of 
insurance ? 

The answers: 





E. J. Sisley 
The Travelers 











If a policyholder is approached by a 
salesman with whom he is not acquainted 
for the purpose of persuading him to 
turn over his policies for inspection, with 
the idea of changing them to some other 
forms of insurance, he should realize, 
first of all, that the salesman is more in- 
terested in his personal profit than in 
the welfare of the man he is approaching 
because, in my opinion, a business man 
is never any better off to change the 
form of insurance already effected. 

If, however, after listening to the 
arguments of the salesman he is con- 
vinced that he will be better off in 
making the change, his first duty is to 
get in touch with the agent or the com- 
pany with whom he is carrying the in- 
surance and get their opinion as to the 
advisability of the change. If it is 
proven that such a change is going to 
be of benefit to him it could be accom- 
plished more economically for both the 
assured and ‘the company by effecting 
the change in the company already 
carrying the line as all companies are 
willing, upon evidence of insurability, to 
change from a higher to a lower pre- 
mium form of contract. 

During the past few years it has been 
found necessary to effect changes of this 
sort and if all companies would incor- 
porate in their medical blank the ques- 
tion as to whether the application is 
made for the purpose of changing any 
existing insurance, the practice would be 
checked and the result would be of bene- 
fit to both policyholder and company. 


L. H. Andrews 
Phoenix Mutual 














I will endeavor to take the position of 
one who is a layman and trying to for- 
get that I know anything about insur- 
ance except for the policies that some- 
body has sold me. 

A man would have to have a wonder- 
ful personality to get my policies away 
from me on the first interview. I think 
I would want to know a little more 
about him; yet, I also realize that his 
selling me the idea might so arouse my 
curiosity that I might do that very thing, 
namely, give him the policies on the first 
interview. I would give them to him 
with the absolute understanding that I 


would do so without any obligation on 
my part and that I would not take any 
action until I consulted with my insur- 
ance advisor because I cannot conceive 
of my buying insurance from everybody 
who might come into my office if I were 
in any other business than life insur- 
ance. I would have one man to handle 
my insurance, a man in whom I had 
absolute confidence, in the same way 
that I have a bond man, as well as my 
family physician. It would be pretty 
hard for any man to convince me that 
niy insurance advisor had not done the 
very best that could be accomplished. I 
would be suspicious of a proposition put 
up to me, such as you have outlined, but 
as I said, it might arouse my curiosity. 
And not knowing very much about life 
insurance and not being able to analyze 
properly with perfect confidence in my- 
self the proposition outlined to me for 
change, 1 would turn it over to the man 
with whom I had been doing business 
because I would have confidence in him, 
feeling that if there were any changes 
that would be to my advantage, he would 
so admit it. 


I have never flattered myself that 1 
could go into a man’s office and on the 
first interview get him to entrust his 
policies to me unless I came to him rec- 
ommended by a _ personal or mutual 
friend. 





Edward W. Allen 
New England Mutual 











If a salesman of life insurance, with 
fine personality and very good at figures, 
should interview a business man, and 
after giving a convincing argument, 
should suggest to the business man that 
he should turn over his policies for in- 


spection with the idea of changing them 
to some other form of life insurance, it 
is my belief that a great majority of 
business men would, and should, in- 
stantly reject the proposition. 

Were I the business man I should 
want to know who the man was, and be 
sure that his references were entirely 
satisfactory. There are undoubtedly 
cases where men should change the 
forms of insurance carried, and in par- 
ticular, many cases where the benefit 
clause should also be changed. These 
changes, however, should ordinarily be 
made by the agent who originally wrote 
the business, and through the company 
which originally issued the insurance on 
the man’s life. 

A great majority of the so-called 
“Analyzers” and “Abstractors” are look- 
ing only for one thing, viz.: commissions, 
and it is my opinion that the interest of 
their prospect or client is secondary to 
their love for themselves, and their own 
financial uplift. 

Well posted life insurance agents, may, 
and do, conscientiously differ on the life 
insurance program to be applied in dif- 
ferent cases. If life insurance agents 
made a practice of suggesting changes 
and surrenders, it would prove to be a 
very unhealthful procedure, and would 
shake the confidence of the public in our 
great business. 





Graham C. Wells 
Provident Mutual 











The fault is with the agents. If they 
continue to suggest the surrender of 
policies with reserve and the taking of 
new insurance, they are pursuing a 
method which, if followed to its final 
conclusion, means a return to the old 
assessment or fraternal policy with its 











Massachusetts Mutual. 





to any real worker in the field. 


JOSEPH C. BEHAN, Superintendent of Agencies 


MASSACHUSETTS 
LIFE INSURANCE COMPANY 


Springfield, Massachusetts 
Incorporated 1851 


A Company With Friends Everywhere 


The agent who is selling insurance in this Company, which for seventy- 
three years has been rendering unexcelled service, does not work alone. 
Wherever he may be, he finds enthusiastic friends ready to help him by 
testifying that there is no better company in the land than the old 


Its enviable record for service and the low net 
cost of the protection furnished make a combination that assures success 
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Pennsylvania 


VER forty per 








SPECIALLY valuable to the agents of the Provident Mutual 


is the active good will of those whose Old Age Endowments 
have matured. 


Provident Mutual 


Life Insurance Company of Philadelphia 





cent of the 
Provident Mutual is upon the lives of old policyholders 

who not only evidence their satisfaction by insuring their own 

lives, but by recommending the Company to their friends. 


Founded 1865 


new business of the 














slogan, “Keep your reserve in your 
pocket.” If a man takes a second policy 
at a higher age, he must of necessity pay 
a first commission for the placing of that 
insurance. The first interest of the 
agent in the majority of cases is cen- 
tered upon the commission rather than 
upon any real service to the insured. 
If it were possible to get the companies 
to refuse to pay a first commission upon 
any policy issued to take the place of a 
policy in that or in any other company, 
I think you would find a great falling off 
in the interest which insurance men 
would have in adjusting a man’s insur- 
ance. If insurance men would make it 
a practice to encourage men to do their 
adjusting in the rare cases when it is 
advisable, with the companies which now 
carry the insurance, it would be a step 
in the right direction. 





J. Elliott Hall 
Penn Mutual 








I should first find out how well quali- 
fied the man is to do what he claims he 
can do. This I think can be accomplished 
by phoning some of the clients whom he 
has previously served. 

If | could be a business man and know 
what I, as an insurance man, know about 
the condition of the average man’s life 
insurance, | would certainly welcome an 
opportunity to have my policies gone 
over and molded into an intelligent pro- 
gram by a man who had satisfied me 
that he knew his business. I would not 
think, however, of turning my policies 
over to him for inspection until he had 
convinced me that he was qualified to 
advise me, and I would insist on a writ- 
ten receipt for my policies. 

I am going to assume that I am now a 
successful business man, but, like others, 
| had a very modest beginning. When 
my income was small, I started with a 
bungalow, then purchased a small house 
and later a larger one to meet present 
conditions. My first car was a Ford, 
then J purchased a Buick and now own 
a Cadillac, Pierce-Arrow, or some other 
such car. Jn the beginning, my savings 
was a small savings account, later Build- 
ing and Loan, later stocks and bonds, 
and, finally, I invested in my own busi- 
nesses. Why then, when I started with 
a small Thousand Dollar Endowment 
Policy, later Limited Payment Life, and 
still later Ordinary Life, in increasing 
amounts, should I not change all of 
these policies to meet existing needs and 
put them on such a basis as will provide 
for my increased responsibilities and for 
my family’s future. 

So, if a man offered his expert advice 
in connection with my policies, and I 
was satisfied that he was an expert, I 
would be very glad to hear his recom- 
mendations. 





C. A. Foehl 
Prudential 











There is entirely too much of this 
changing of policies, due to the sugges- 
tion of salesmen who in many cases are 
not looking after the interests of their 
clients or rendering a legitimate service 
but simply trying to make the commis- 
sion. There may be certain cases where 
a change is justifiable, but they are very 
rare and in those cases the change 
should be made in the companies where 
the man is insured and any additional in- 
surance applied for should go to the 
companies in which the man is already 
insured. 

All of the companies should incorpor- 
ate the following question in their appli- 
cations which I believe would help to de- 
crease the number of changes of policies, 
“Is any insurance in this or any other 
company to be discontinued if the policy 

(Continued on page 11) 
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Investment Tendency 
Toward Farm Loans 


INTEREST RETURN IS LOWER 





Analysis of Company Investments in 
Farm Loans Shows They Are 
Favored As Investment 





In a discussion on how life insurance 
funds had helped the nation through 
loans on agricultural lands, C. Petrus 
Peterson, general counsel of the Bank- 
ers Life of Lincoln, Neb., presented 
some interesting statistics before the 
life presidents. One of the most notable 
tendencies revealed by a study of last 
year’s operations in this field was the 
reduction in average interest rates on 
life insurance farm loans. Combined 
reports from 52 companies show a re- 
duction in average interest rates on all 
farm loans outstanding from 5.93% at 
the end of 1922 to 5.82% at the end of 
1923. This reduction was more pro- 
nounced in the case of new farm loans 
made in 1923 where the average interest 
rate dropped from 6.03% on 1922 new 
loans to 5.36% on 1923 new loans, a re- 
duction of nearly 7/10 of 1%. 

Average interest rates on life insur- 
ance farm loans outstanding during 
former years for which information is 
available are as follows: 1914, 5.55%; 
1916, 5.63%; 1917, 5.63%; 1918, 5.64%, 
and 1921, 5.86%. 


Large Investments Continue 


The continued support of agriculture 
by life insurance investment funds dur- 
ing the current year is revealed by spe- 
cial reports from the same fifty-two 
companies, showing the farm mortgage 
loans outstanding on September 30, 1924. 
During the first nine months of the 
present year these companies made a 
net addition of $118,000,000 to their 
farm mortgage loans, bringing the total 
up to $1,781,000,000. This advance has 
increased the percentage of their total 
assets invested in farm mortgages from 
18.9% at the end of 1923 to 19.1% on 
September 30, 1924. 

The net increase made during the first 
nine months of this year does not repre- 
sent as high a proportionate increase 
as made during 1923, when an addition 
of $208,000,000 was made for the full 
year to the farm mortgages. 

Examining the results of new farm 
loans made in 1923 totaling $433,000,000, 
without taking into consideration loans 
expired and paid-off, it is found that 
$206,000,000 went to the Northwestern 
group of states, $100,000,000 to the South- 
western group and $78,000,000 to the 
Central Northern group. The rest of 
the new loans were made in the follow- 
ing group: $25,000,000 in the Gulf and 
Mississippi, $13,000,000 in the Pacific, 
$10,000,000 in the South Atlantic, $365,- 
000 in the Middle Atlantic and $4,000 in 
the New England. 

The state of Iowa, again, as in 
former years, led all other states in the 
amount of total life insurance farm loans 
outstanding with $404,000,000 at the end 
of 1923. Next in order comes Kansas 
with $132,000,000; Missouri, $122,000.000; 
Nebraska, $121,000,000; Minnesota, $116,- 
000,000 and Illinois, $108,000,000. 

A study of the net increases in farm 
loans in the various states reveals a 
slightly different relationship. Iowa also 
led here with a $59,000,000 increase, but 
Illinois followed next with $23,000,000, 
Kansas with $16,000,000, Minnesota and 
Missouri with $15,000,000 each and Ne- 
braska and South Dakota with $14,000,- 
000 each. 

Considering the percentage increases 
during 1923 still another relationship is 
shown. Here, Virginia with a 105% in- 
crease led the states. New Jersey with 
a 91% increase, Arizona with 52%, Michi- 
gan with 47%, Kentucky with 35% and 
Washington with 32% follow. Leading 
cereal-producing states show increases 
in the amount of farm loans in the fol- 


lowing order: Wisconsin, 34%; Illinois, 
27%; Ohio, 26%; South Dakota, 18%; 
Iowa, 17%; Minnesota, 15%; Kansas 
and Missouri, 14%; Oklahoma and Ne- 
braska, 13%. 

How Money Was Distributed 


Of the total life insurance farm loans 
outstanding at the end of 1923, $771,- 
000,000, or 46%, were in the Northwest- 
ern.group of states; Iowa, Minnesota, 
Nebraska, North Dakota, South Dakota, 
Wyoming and Montana, which are lead- 
ing states in production of cereal crops. 
Next in order came the Southwestern 
group; Missouri, Arkansas, Texas, 
Kansas, Colorado, New Mexico and 
Oklahoma, with $439,000,000 or 26% and 
the Central Northern group; Ohio, 
Michigan, Indiana, Illinois and Wis- 
consin, with $251,000,000 or 15% of the 
total. The remainder of the outstand- 
ing loans were in the following groups 
in the order named: Gulf and Mississippi 
Valley, South Atlantic, Pacific, Middle 
Atlantic and New England. 

It will also be noted from the above 
table that of the $208,000,000 net in- 
crease in farm loans during 1923, $104,- 
000,000 or 50% was in the Northwestern 
group of states; $43,000,000 or 21% in 
the Southwestern and $42,000,000 or 20% 
in the Central Northern. 

The trend towards farm loans is indi- 
cated by still another comparison. While 
at the end of 1923 18.9% of the total 
assets were invested in farm loans dur- 
ing that year ($208,000,000) amounted 
to 30% of the increase in all assets 
($690,000,000) during the year. 

On the basis of the estimated farm 
mortgage indebtedness of $9,800,000,000 
as of December 31, 1923, $1,663,000,000 
furnished by life insurance companies 
amounts to 17%, on more than one- 
sixth, 


GUARDIAN LIFE APPOINTMENT 

The Guardian Life announces the ap- 
pointment of Sanford T. Rainey as man- 
ager of its agency at Portland, Oregon, 
covering the entire state. 


ATLANTIC LIFE APPOINTMENT 
The Atlantic Life announces the ap- 
pointment of Charles C. Clamp as gen- 
eral agent at San Antonio, Texas. He 
was previously with the Union Central 
and the Aetna Life. 





YULETIME LETTERHEAD 

Christmas week and the week prior to 
it the United States Life will send out all 
its correspondence on Christmas letter- 
heads. Illustrated in two colors, this let- 
terhead will be a very gracious way of 
wishing the company’s agents and policy- 
holders a Merry Christmas. 
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HOME LIFE | 
INSURANCE COMPANY 
of NEW YORK 








ETHELBERT IDE LOW, President 


The 64h Annual Report shews: 
Premiums received during 


the year 1923 ........eseeee 666,858 
Payments te Poelieyhelders 

and their Beneficiaries ia 

Death Cisims, Eadow- 

ments, Dividends, ete...... 5,371,544 
Increase in Assets.......... 2,401,507 
Actual Mortality 56% ef the 

amount expected. 
Insurance im Foree.......... 247,373,216 
Admitted Assets .......... 48,655,222 





FOR AGENCY APPLY TO 


GEORGE W. MURRAY, 
Superintendent of Agents 
256 Broadway 


New Yerk 








Increase 
Your Sales 
and Profits 


Investigation will prove to you that 
Accident Insurance is for the sales- 
man what the storekeeper would call 
a quick turnover article. It sells quick- 
ly and the sales resistance is usually 
low. The business renews readily and 
pays the same renewal as initial com- 
mission. 


Accident Insurance is an 
Interview-getter: 


Everyone needs it. 

Everyone can afford it. 
Everyone is heir to accidental 
injury. 

Everyone knows accidents are on 
the increase. 


More Business—that’s 
what you want 


Our standard and special contracts 
will convince you that the answer 
to your problem is found in: The 
writing of Accident Insurance. 





If your company does not handle Accident 
Insurance, write us for complete information. 


MISSOURI STATE LIFE 
INSURANCE COMPANY 


M. E. SINGLETON, President 
HOME OFFICE, ST. LOUIS 


LIFE — ACCIDENT — HEALTH — GROUP 
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Improved Mortality 
Shown By Statistics 


AUTO ACCIDENTS ON INCREASE 





Dr. O. H. Rogers Points Out Improve- 
ment in Most Causes; Cancer and 
Suicides Factors 





Statistics showing a considerable im- 
provement in the mortality experience 
of the companies in most cases were 
presented before the life presidents by 
Dr. O. S. Rogers, chief medical director 
of the New York Life. In order that 
the convention might have the benefit 
of the last word in their mortality ex- 
perience, forty-five of the leading com- 
panies have contributed their experience 
for the first ten months of 1924, com- 


pared with the first ten months of 1923. 


As these, statistics include industrial as 
well as ordinary death claims, the survey 
is fairly representative of the entire 
population. This experience deals with 
approximately 230,000 deaths out of 
nearly 28,000,000 years of lives exposed. 

These figures indicate a decrease in 
the death rate of insured lives from 
870 per 100,000 for 1923 to 825 per 
100,000 for 1924. On the assumption 
that the improved health conditions here- 
in reflected are representative of the 
health conditions of the entire popula- 
tion, which seems reasonable, owing to 
the wide distribution of insured lives, the 
total number of deaths in the United 
States for 1924 will probably approximate 
1,330,000 or a decrease of 30,000 from the 
1,360,000 total deaths last year. 

Where Increases Were 


Among adult causes of death, auto- 
mobile accidents and suicides are prac- 
tically the only ones to show an increase 
in rate over 1923. The death rate from 
automobile accidents, including both 
adults and children, for the first ten 
months of 1924 was 15.7 per 100,000, as 
compared with 14.8 per 100,000 for the 
first ten months of 1923; 12.9 for 1922; 
12.2 for 1921 and 10.8 for 1920. Using 
the experience of these compaies as a 
basis, the total number of deaths from 
automobile accidents for 1924 may be 
estimated at 17,750 as compared with 16,- 
450 for last year. The only encouraging 
feature with regard to the automobile 
accident death rate is that the death 
rate for 1924 amounts to a 6.1% increase 
over the death rate of 1923, while the 
1923 death rate showed an increase of 
11.6% over the preceding year. The 
suicide death rate increased from 11.6 
for the first ten months of 1923 to 
12.0 for the first ten months of 1924. 

The most notable decrease in death 
rates is shown by influenza where the 
rate dropped from 26.6 for the first ten 
months of 1923 to 11.4 for the first ten 
months of 1924. 

Other causes of death in which de- 
creases in the death rate for the cur- 
rent year are indicated are typhoid fever, 
tuberculosis, organic diseases of the 
heart, pneumonia and other respiratory 
diseases, Bright’s disease, cancer cerebal 
hemorrhage and homicides. 

In typically children’s diseases, in- 
creases for this year are shown for 
scarlet fever, from 4.3 to 4.4, meningitis 
from 5.3 to 5.7, and diarrhoea and 
enteritis from 31.1 to 32.2. Decreases 
are shown for measles, from 10.4 to 7.1, 
diphtheria 14.8 to 12.7 and whooping 
cough from 7.9 to 7.3. 

Discussing automobile accidents Dr. 
Rogers said: ‘The record shows that 
there has been a very considerable pro- 
portionate increase in automobile acci- 
dents. For the year 1923 there were 
16,450 and the estimated number of acci- 
dents in 1924 is 17,750. This is an alarm- 
ing state of affairs and means should be 
found to remedy it. The argument has 
been advanced that the number of acci- 
dents is by no means keeping pace with 


Connecticut General News 
Hartford, Conn. 








Some Specialties 


Non-participating and Participating. 


Disability income from first day if perma- 
nent, otherwise after 180, 90 or 14 days. 


Complete disability protection with term 


insurance. 


Pay Roll Deduction Insurance. 


Sub-standard policies. 


Five per cent interest. 


Monthly premiums. 


Group Life and Disability. 


Commercial Accident and Health. 


Non-cancelable Accident and Health. 











the number of cars in use but this is 
quite beside the mark. If a man is 
knocked down in the street by an auto- 
mobile, it does not benefit him that the 
number of cars in the street is larger 
than it formerly was. It is the one of- 
fending car that counts so far as he 
and his family are concerned. The 
remedy lies in greater care in the issu- 
ing of automobile licenses, so as to 
eliminate persons temperamentally unfit 
to drive a car. Beside that, adequate 
punishment should be meted out to all 
persons guilty of inflicting injury upon 
others by careless driving. This method 
of locomotion has come to be an in- 
valuable adjunct to modern life. It is 
so useful in industry and brings health 
and happiness to so many that, what- 
ever happens, it has come to stay. The 
loss in this present year of 17,750 lives 
seems an unnecessarily high price to pay 
for this addition to our equipment. 
These deaths mean carelessness or a lack 
of skill and every effort should be made 
to minimize them. 


WARNING ON “HALF-RATE” 





Hart & Eubank Call Attention to Change 
in Policy Name Which is 
Now Approved 

In a letter sent to agents and brokers, 
Hart & Eubank, general agents of the 
Aetna Life for Greater New York, have 
advised that the policy sold under the 
temporary name of “whole life with half 
premiums for the first five years” shall 
be called only by the name of “Modified 
Life” in advertisements or other descrip- 
tions. 





CHANGE AT BRIDGEPORT 
The United Life and Accident an- 
nounces changes at the 
Conn., office. Mathias 
Raymond L. 


sridgeport, 
Hetinger and 
French succeed L. W. 
Hover, resigned. The firm will be known 
as R. W. French, Inc. 





EQUITABLE LIFE OF IOWA 


Now Occupies Its 


New 18-Story 
Home Office Building 











With increased facilities, it is now 
better prepared than ever before 
to render service to its policyhold- 
ers, agents and friends. 


in Des Moines 








Saving Taxes On 
Charity Bequests 


INSURANCE TOO LITTLE USED 





E. P. Huttinger Tells of Mixed Legal 
Conditions Throughout States as to 
Exemption 





The substitution of life insurance for 
testamentary bequests to endow char- 
itable institutions has not materialized 
as speedily or as successfully as its merit 
justifies, said E, Paul Huttinger, of the 
legal division of the Penn Mutual Life, 
before the Association of Life Insurance 
Counsel last week. The saving of taxes 
is the big inducement. In his opinion, 
this was due to these causes: 

(1) The failure of life insurance insti- 
tutions to carry the message to the trus- 
tees, directors and managers of religious, 
charitable and educational institutions; 
(2) that the many legal and tax saving 
advantages have not been thoroughly 
studied or presented. 

As to the legal aspect, Mr. Huttinger 
said, a person may intend to leave a 
charitable bequest but may forget to put 
it in his will; or he may put it in, but 
the will may not be properly executed; 
or the bequest may not be _ properly 
worded; or he may leave more than the 
law allows; or his estate may be insol- 
vent; or he may revoke the bequest; or 
the will may be contested by wife, chil- 
dren or other members of the family. 
Any one of these events may destroy a 
part or the whole of a bequest, or may 
postpone enjoyment of the bequest for 
years and may cost the institution a 
considerable sum to obtain. On the other 
hand, if the benefactor expresses the 
gift in a life insurance policy, the insti- 
tution knows that the contract will be 
incontestable except for non-payment of 
premiums after one or two years from 
date of the policy. True, the benefactor 
may not continue to pay the premiums 
but the institution has the power to pre- 
serve the gift by making such payment, 
while under a will it may have no 
knowledge of revocation and cannot pre- 
vent this even if it had such knowledge. 

There is the further assurance that 
the institution will get the gift upon the 
death of the insured, that it does not 
have to wait for the settlement of the 
decedent’s estate nor become involved in 
factional disputes, insolvency or litiga- 
tion. Moreover, the insured may de- 
duct the premiums paid as a contribution 
under the Federal income tax law, pro- 
vided he does not reserve the right to 
change the beneficiary. The premiums 
that he pays are in the nature of an ad- 
vance upon the gift which would other- 
wise come out of his estate at death, and 
these advances stop at his death with- 
out diminishing the gift. If the bene- 
factor desires he may pay the gross pre- 
miums each year, and if the contract is 
participating these dividends will be sent 
to the institution, thus giving it an in- 
come during his lifetime. 

Exemption Conditions Vary 

Many inheritance tax statutes contain 
exemptions for charitable bequests to 
certain institutions and it has been held 
that this is within the constitutional 
power of the legislature. But what leg- 
acies are exempt depends upon the 
wording of the statute, which is strictly 
construed against fhe claimant. There 
has been some amelioration of this rule 
respecting charities (Re Foss (Washing- 
ton) 196 P. 10) and no doubt the courts 
have favored them in general while 
theoretically construing laws strictly 
against them. Yet, notwithstanding this 
fact, thousands of dollars have been 
paid in taxes which might otherwise 
have found good use in philanthropic 
enterprises, had the testator utilized life 
insurance to accomplish his purpose. 

(Continued on page 11) 
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LIVE HINTS FOR BUSINESS GETTERS 


Practical Suggestions to Help the Man With the Rate 
Book Increase His Income and General Efficiency 
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One of the large 


New Kind of general agencies is 
Christmas using the following 
Present letter with good ef- 


fect: In place of the 
usual Christmas Turkey or a $10 gold 
piece, the newest practical gift for em- 
ployees is a certificate of insurance for 
an amount equal to one year’s salary. 

Salary insurance with an improved sav- 
ings plan gives every employee a new 
feeling of security. 

The cost is approximately 3c a day for 
each $1,000. 

Here is a gift that protects them—ana 
lasts all through the year. 

The investment pays big dividends in 
better co-operation all through your or- 
ganization. 

Where there are ten or more em- 
ployees no medical examination is neces- 
sary. 

The enclosed booklet gives up an out 
line of the plan, let us send you a 
conspectus—the low cost will astonish 
you—and its benefits both to you and 
your employees are big. 


x ok x 
The “Friendly Act” 
“Friendly Act” plan used by several 


Method As Used [éastern agencies is 
By Some Agents very effective. 

At the close of 
every interview say: 

“Mr. Prospect, we are calling only on 
men who are making money and whose 
families might need life insurance money 
if anything happened to them. To get 
the names of these men we have a little 
system in our office called the “Friendly 
Act.” This plan is based on the belief 
that every man likes to do another a 
“friendly act,” it he knows how to do it. 
Now every one knows one man who is 
making money, whose family might suf- 
fer if he were to die before he had com- 
pleted his work. What is the name of 
the man you know? Now you under- 
stand that this is not merely a “friendly 
act” to me and to the Penn Mutual, but 
it is a great big “friendly act” for this 
friend of yours whose name you are go- 
ing to give me. 

“You carry life insurance and you be- 
lieve in it. You know that it is a won- 
derful institution, but you may not know 
that through it over $540,000,000 was 
paid to widows and orphans last year, 
and that not one-tenth of that amount 
would have been paid if it were not 
for life insurance agents. The only 
reason these men who died carried this 
insurance was because of the activities 
of agents. 

“IT want to go and see your friend, and 
if | succeed in placing any insurance with 
him you will be indirectly responsible 
for some good work accomplised where- 
by his wife and children may some day 
be bénefited, or his old age made happy 
and free from financial worry. Now, | 
will just jot his name down on my pad.” 

The large majority of men will give 
you a name after this talk. If he hesi 
tates, say: “To more forcibly illustrate 
the real good you might do by giving 
me his name, I want you to imagine 
that if this friend of yours should die 
during the next year, and you had with- 
held his name from me, wouldn't your 
conscience trouble you when you heard 
of his death and you reflect upon what 
might have been had you given a first 
class insurance agent his name a few 
weeks, or months, before; and that as a 
result of that “friendly act” the wife and 
children of your friend might have been 
$10,000 to the good? You could have 
been responsible for those children re- 
ceiving a good education and thus a bet- 
ter chance in life. You could have been 


responsible for saving that friend’s widow 
from hardships and privation.” 

Just asking for the name is not enough 
to make the “friendly act.” You must 
have the argument to make it effective. 

Try to get consent to use his name, 
but the names thus obtained are valuable 
without this consent. 

DO NOT GET MORE THAN ONE 
NAME. After you get the name, get all 
the information you can: Age, occupa- 
tion, children, age of youngest child, ap- 
proximate income, ete. “The reason I 
ask you for this, Mr. Prospect,” is be- 
cause I like to know the kind of men 
I am calling on so that I may prepare 
a more intelligent and helpful proposi- 
tion to present to him,” 

After vou have seen this one man, your 
prospect will be glad to have a report— 
and often will give you the name of 
another man. 


k ok Ok 
We have, many of 
Sell us, wondered at the 
The Main ability of the house 
Thing to house brush sales- 


man who sells our 
wives a varied assortment of brushes, 
most of which are on sale in the depart- 
ment stores, but which do not there so 
attract the housewife as to result in a 
purchase, says a writer in the State Mu- 
tual Life “Field Service.” 

The other day I happened to be at 
home when a brush salesman called and 
I could see the answer to his success the 
moment he began to talk. 

\ brush which appeared in the de- 
partment store as a $1.19 item took on 
value above mere price in this salesman’s 
liands. This brush was very effective in 
cleaning radiators and other difficult 
places to get at. “May I show you how 
it works?” and lo and behold it does just 
fit its job. What matter if the price be 
$1.09 or $1.99?" It is a big time saver, it 
gets results, it cost lots more in effort 
and unsatisfactory work to go without 
the brush than it does to have it. I'll 
wager the wife doesn’t know now what 
that brush cost. She was too interested 
in what it would do. 

What the salesman said could be boiled 
down to, “You find it difficult to clean 
your radiators and in back of the 
radiators.” “You wish there was some 
way to get those places clean.” “Here 
is a brush wheh will do the job just 
right.’ He didn’t have to say any more. 
He had made his sale. 

Isn't there a lesson for us in this ex- 
perience? May we not also get away 
from the description of policies as being 
$26.35 or $36.00 or $49.32 varieties ? 

There is probably no doubt that the 
most effective way to sell life insurance 
is to first show the prospect his need 
and then illustrate how life insurance will 
just cover the need. Our suggestion 
then takes on a new aspect in his eyes. 
It will help him to do what he wants to 
do. It would be expensive to go with- 
out it. What does price matter? 

When he is in this state of mind we 
may safely ask him for his check, get 
his application and have him examined. 
We are helping him and of course he 
wants to co-operate with us. 

Then we may explain the details of the 
policy, the dividends, cash value, and 
other technical details which, in them- 
selves, have little or no selling force but 
which he should understand. Why handi- 
cap the sale with uninteresting details 
when there is so much real sood accom- 
plished by life insurance, so many uses 
for it, so many places where it just fits 
into a man’s plans, so many things it will 
do which are of real interest to our pros- 
pect. 





NEW POLICY 
Disability Benefits of $15.00 per $1,000.00 


Waiver of Premium 
BROADER DOUBLE INDEMNITY CLAUSE 


Loans at end of 2nd year 


The Manhattan Life Insurance Co. of New York 

















Incorporated 1851 


BERKSHIRE LIFE INSURANCE COMPANY 
Pittsfield, Mass. 
WINTHROP M. CRANE, JR., President 


This Cempany has always pursued those policies in the conduct of its business that 
have given it a high — for stability and fair dealing. 

Has always rendered the highest grade of service to its policyholders. 

Its icy contracts give to each individual insurer full protection, safeguarding, at 
the same time, the interest of all its policyholders. 

Has always extended r ble aseistance and encouragement to its representatives 
to develop and held their business. 

John Barker, Vice-President 





Frederic H. Rhodes, Vice-President 














ACACIA 


A Mutual, Old Line, Legal Reserve Company, limited by its Charter to 
Master Masons only and issuing all Standard Forms of Life Insurance 
Policies at Net Cost. 
MEME ibis eas BORG hieles is 
Lowest Rates 32 





ecaeute .. (Over) $10,000,000 
Liberal Dividends 





Insurance in Force December 31, 1918............ nearer wee ee $24,044,612 
Insurance in Force December 31, 1923...... 5:60:06 eilg eis: 6:4(.5/5:5:0: 69s Ok 





AN INCREASE OF OVER 500% IN FIVE YEARS 


This remarkable record is without parallel in insurance history. Prospective agents 
need no further proof of the fact that ACACIA Agents are writing business and making 
money. 


ACACIA MUTUAL LIFE ASSOCIATION 


WILLIAM MONTGOMERY, President Homer Building, Washington, D. C. 


























Six Years of Marching On 


We now announce 1924 as the sixth successive 
year in which the Bankers Life Company has 
shown a gain in new business production as 
compared with the preceding year. The total 
for 1924 will reach $150,000,000. 


BANKERS LIFE COMPANY 


DES MOINES IOWA 


| GEO. KUHNS, President 




















A CHRISTMAS SENTIMENT 
The great business of life Insurance is more than selling 
policies. » 
It is good cheer and friendship and service of the highest order. 


In that spirit of genuine and warm fellowship we wish for 
all those engaged in forwarding the humanitarian work of Life 
Insurance. 


A Merry Christmas 
and a 





Happy, Prosperous New Year 


(CINK UP (wim THE (LINCOLN) 


The Lincoln National Life Insurance Company 


“Its Name Indicates Its Character” 
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Lincoln Life Building Fort Wayne, Indiana 
Now More Than $325,000,000 in Force 
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Abstractors 
(Continued from page 7) 


now applied for, is issued?” If this 
question is answered “Yes,” full particu- 
lars should be given. When application 
is received at the Home Office with this 
question answered in the affirmative, the 
interested company is notified and given 
a chance to refer the case to the agent 
interested and he in turn is given an op- 
portunity to save the policy that he and 
his company are interested in. 

I should like very much to see every 
company include this question in their 
application and believe it would be a 
great help in reducing the number of 
changed policies. 





Hart & Eubank 
Aetna Life 











(a)—A business man, when approached 
in the proper manner by a salesman, re- 
gardless of that salesman’s business or 
intentions, should practice the American 
principle of granting him a fair hearing 
either at the time approached, or at a 
later appointed time. 


(b)—The business man, after hearing 
the “convincing argument” referred to 
in your question, should then reply in 
substance as follows: 


“My life insurance policies are very 
valuable securities. I would not con- 
sider turning them over to you or 
anyone else whom I do not know with- 
out first obtaining references and in- 
vestigating thoroughly the character, 
ability and experience of such person. 

ask you to give me references 
with the understanding that I am not 
only going to investigate you, but I 
am going to consult with the man who 
wrote the majority of my policies as 
to what course I should pursue in re- 
gard to your proposal.” 


(c)—If the “salesman he never saw” 
refuses to give references, then the busi- 
ness man should terminate the interview. 


(d)—Assuming that the salesman gives 
him the references, then the business 
man ought to do two things: 


Ist—He should investigate those 
references and if they proved un- 
satisfactory he should refuse a 
further interview to the salesman 
other than make a brief statement 
that he does not care to go into the 
matter further. ; 


2nd—If on the other hand the 
references proved satisfactory, he 
should send for the agent who wrote 
the most of his insurance and go 
over the entire matter with him, 
asking him if he knows anything 
about the salesman, his methods, and 
so on. If he doesn’t then he should 
ask the man who has sold him the 
most of his insurance his advice as 
to whether he should go ahead with 
the salesman by letting him look 
over his policies. 


How to Judge Advice 


_ The value of the advice given by the 
insurance man who has written most of 
the insurance involved, should be judged 
by the record of service which he has 
rendered the business man in connec- 
tion with his insurance affairs in the past. 
t the insurance man volunteers to go 
over his insurance policies for the busi- 
ness man, making the survey which the 
stranger proposed to do, then the busi- 
hess man should give preference to the 
Insurance man whom he already knows, 
at the same time mildly rebuking him for 
not having proffered this service before. 
Or the business man might take this 
course of suggesting that the insurance 
man get in touch with the salesman and 
that they go over the policies together, 
if the insurance man found, after talk- 
ing to the salesman, that the salesman 
re ally had some service which would be 
beneficial to the business man in connec- 


tion with his insurance which he him- 
self could not render as well. 

The summary of our view is that the 
business man should give a fair hearing 
to the stranger, but should take every 
precaution both to see that no crooked 
work should be done, and at the same 
time not lose an opportunity for obtain- 
ing legitimate service, and that he should 
give the preference in the conduct of his 
insurance affairs to the agent who has 
already served him and in whom he has 
confidence. 


By taking the step above indicated the 
stranger salesman will be given a square 
deal, the agent who has written the busi- 
ness man’s insurance will be given a 
square deal, and the business man’s in- 
surance interests will be carefully safe- 
guarded, while at the same time he ob- 
tains whatever service the stranger pro- 
posed to give him, either from his own 
agent, or by his agent’s advice from the 
stranger, or from their joint efforts. 


The Fundamental Danger 


The fundamental danger which the 
business man must guard against is that 
unscrupulous advice may be given him 
by the stranger that will prove detri- 
mental to his insurance interests. Many 
a “twister” masquerades as an expert, 
and some of the most diabolical crooks 
have charming personalities and plausible 
arguments. No business man will go 
wrong in advising with his own trusted 
agent with whom he has had satisfactory 
dealings in insurance matters in the past, 
concerning any and everything that has 
to do with life insurance. At the same 
time, the agent who writes his client’s 
insurance, pockets his commissions and 
then forgets to give him a continuous 
service proper for his insurance needs, 
has only himself to blame if some out- 
sider edges in and is able to tempt the 
business man to stray away from the 
fold. 





Stuart B. Rote 
Connecticut Mutual 











If an agent approached me who was 
exceptionally glib with figures, I would 
become naturally suspicious. If he criti- 
cized my _ present insurance which 
amounts to over $40,000, I would feel 
that he was questioning the judgment I 
displayed in buying the forms and kinds 
of policies. I would be quick to discern 
that he was more interested in making a 
commission than rendering me service. 

As a salesman of life insurance I al- 
ways recognize the fact that the man I 
am talking to is just as smart as I am 
and in a great many cases a more suc- 
cessful business man. If I am going to 
do any business with him I must first 
gain his confidence. While business men 
know very little about life insurance the 
average man knows it is based upon 
very definite and scientific principles 
which are the same in all conservative 
companies. 

Character is the chief element of suc- 
cess. Most men who are holding re- 
sponsible executive positions are good 
students of human nature and I do not 
see how these so-called abstractors or 
analyzers can put anything over on them. 
I would like to see some insurance man 
try to change my line of insurance which 
consists of 20 Payment Life policies and 
long term endowments in four or five oi 
our leading companies. 





Charity Bequests 
(Continued from page 9) 

If there is nothing in the law about 
charitable exemptions, or if the institu- 
tion is not within the scope of the ex- 
emption, of course the bequest is taxed. 
For instance, it is somewhat startling 
to discover that a bequest to the United 
States has been held subject to state 
tax. Cullom’s estate, 27 N. Y. Supp. 1105, 
145 N. Y. 593, 40 N. E. 163. 


“Additional” Illegal 


(Continued from page 3) 


ment of an examination by a physician, 
would be to prevent the accomplishment 
of the very end sought to be attained by 
the legislation, and to render the en- 
actment of no value. 


In my opinion, the language of the 
statute indicates that the intention of 
the Legislature was that each transac- 
tion involving the application for, and 
the consideration by the insurance com- 
pany of the issuance of, a policy of life 
insurance should include a_ prescribed 
medical examination, which should take 
place before the particular contract of 
insurance was actually consummated. In 
the practical working out of this system 
it may well be that under certain cir- 
cumstances, as when one or more pol- 
icies are applied for at one time, or so 
nearly together in point of time that the 
transactions may fairly be regarded as 
one placing of insurance, or when the 
application for and granting of an in- 
crease in the amount of insurance fol- 
low so close upon the issuance of the 
principal contract that both may fairly 
be regarded as one transaction, a single 
prescribed medical examination will ful- 
fill the statutory requirement. When, 
however, negotiations for contracts of 
insurance, including contracts for the is- 
suance and acceptance of larger amounts 
of insurance upon the terms of a con- 
tract already written, are separated in 
time so that they are distinct and differ- 
ent transactions, the statute requires 
another medical examination in addition 
to the examination or examinations to 
which the insured has submitted in the 
past. 

I therefore answer your first question 
in the negative. 


Your second question I also answer 
in the negative, both as to its divisions 
(a) and (b). As to (a), the test of what 
is a “reasonable time” after the first 
medical examination is not, in my opin- 
ion, a test which is applicable to the 
question of the necessity of more than 
one medical examination under the 
terms of the statute. In any single 
transaction—involving the application of 
a’ policy, consideration by the company 
and the final issuance of the contract 
—there may elapse a long space of time 
between the prescribed medical exam- 
ination and the final consummation of 
the contract. Under such circumstances, 
with regard to the single transaction, 
the company might fix for its own 
guidance a rule as to what should consti- 
tute a “reasonable time” for the effect 
of a medical examination to remain in 
force before the policy was actually is- 
sued; yet when negotiations ending in 
the making of contracts involve more 
than one transaction, the test of “rea- 
sonableness” is not to be resorted to. 

I likewise answer your third question 
in the negative. 





NEW SALES BODY IDEA 





Detroit Men Form Guarantee Under- 
writers Corporation to Represent 
Omaha Company 


(Special to The Eastern Underwriter) 


Detreit has something new in the way 
of a life insurance sales organization. It 
is the ‘guarantee underwriters incor- 
porated ‘consisting of a small group of 
producegts who have incorporated them- 
selves with ten thousand dollars capital 
to sell life insurance for the guarantee 
fund life»of Omaha, and have been given 
four counties in this section of the state, 
including Wayne, where Detroit is lo- 
cated. 

A. R. Meacham is president of the 
Guarantee Fund Underwriters. A. P. 
Nepling is vice-president and Charles H. 
Larsen is secretary. Meacham and 
Neuling have been district managers here 
of the Guarantee Fund, while Larsen has 
been in the head office at Omaha. 


Miners Launch Life 
Insurance Company 


CALLED JOHN MITCHELL LIFE 





Hazardous Anthracite Industry to Get‘ 
Cheap Insurance From Unions; 
Miners Run It 





Organized labor has launched its first 
life insurance company venture. The 
John Mitchell Mutual Life Insurance Co. 
has opened offices in Hazleton, Pa., in 
the heart of the anthracite coal district 
and is issuing policies. This following 
soon after the favorable attitude of the 
American Federation of Labor at its El 
Paso convention on the project of 
launching an insurance company under 
the auspices of the Federation, will serve 
as a test for any future developments 
along that line for the labor unions. 

The purpose of the new company is 
to furnish cheap life insurance for the 
anthracite coal miners. The officers are 
members of the United Mine Workers. 
The late John Mitchell’s son, Richard H. 
Mitchell, will be one of the officers. 

The plan of operations provides for 
the business being written through the 
local unions and the promoters expect a 
saving by having the unions make the 
premium collections. 

Anthracite mining is a hazardous oc- 
cupation and is so classified by the in- 
surance companies. Of the 150,000 or 
more men employed in the industry, it is 
estimated that about 500 lose their lives 
and probably 25,000 are injured each 
year. 

It is expected that the new company 
will put out $500 policies at a net cost 
of $9 a year. Also, the older men will 
come under the plan and be provided 
with insurance at about the same cost. 





TO RULE ON COMMISSIONS 


Superintendent Beha Has Under Con- 
sideration First Commissions On 
“Modified” Policies 
One definite ruling affecting the “half- 
rate” policy—now established as the 
“modified life’—may materialize as a re- 
sult of the lively discussion of the policy 
before the Insurance Commissioners 
Convention at the Hotel Astor last week. 
It is understood that Superintendent of 
Insurance Beha has been conferring with 
representatives of several companies on 
the payment of first commissions on this 
type of policy after five years and also 
he has brought into the consideration 
of the subject, the first commissions 
paid on the conversion of automatic con- 

vertible term policies. 

A ruling by the New York Insurance 
Department on this subject will un- 
doubtedly be made and it will probably 
have a general application to all policies 
of this type. 








MUTUALIZATION APPROVED 


Guardian Life Stockholders Vote in 
Favor of Plan of Company; 
Policyholders Vote Next 
The stockholders of the Guardian Life 
at their special meeting held yesterday 
approved unanimously, by a very large 
majority vote, the plan adopted by the 
company’s board for the conversion of 
the Company into a mutual life insurance 
corporation under Section 95 of the In- 

surance Law of New York. 

The next step in the mutualization 
program will be the approval of the plan 
by the company’s policyholders at their 
special meeting called for January 22. 








NEW PRUDENTIAL DIVIDEND 





Plan to Celebrate Golden Aniversary In 
1915 With Special Dividends te 
Policyholders 

The Prudential will celebrate its golden 
anniversary in 1925 by returning to its 
policyholders dividends on an increased 
scale. The new rate is considerably 


higher than that of applied to this year. 











Phen ane 


2 ie 








_ssnsestteaamangecsarmmtnne nein epee pasties 








Page 10 





Sa 














= THE ci == — 
“UNDERWRITER | sesemasbere 


Le 









<— Lie yp 





December 19, 1924 

















LIVE HINTS FOR BUSINESS GETTERS 


Practical Suggestions to Help the Man With the Rate 
Book Increase His Income and General Efficiency 





— 











One of the large 

New Kind of general agencies is 

Christmas using the following 

Present letter with good ef- 

fect: In place of the 

usual Christmas Turkey or a $10 gold 

piece, the newest practical gift for em- 

ployees is a certificate of insurance for 
an amount equal to one year’s salary. 

Salary insurance with an improved sav- 
ings plan gives every employee a new 
feeling of security. 

The cost is approximately 3c a day for 
each $1,000. 

Here is a gift that protects them—ana 
lasts all through the year. 

The investment pays big dividends in 
better co-operation all through your or- 
ganization. 

Where there are ten or more em- 
ployees no medical examination is neces- 
sary. 

The enclosed booklet gives up an out 
line of the plan, let us send you a 
conspectus—the low cost will astonish 
you—and its benefits both to you and 
your employees are big. 

eo 6 
The “Friendly Act” 

“Friendly Act” plan used by several 
Method As Used [astern agencies is 
By Some Agents very effective. 

At the close of 
every interview say: 

“Mr. Prospect, we are calling only on 
men who are making money and whose 
families might need life insurance money 
if anything happened to them. To get 
the names of these men we have a little 
system in our office called the “Friendly 
Act.” This plan is based on the belief 
that every man likes to do another a 
“friendly act,” if he knows how to do it. 
Now every one knows one man who is 
making money, whose family might suf- 
ier if he were to die before he had com- 
pleted his work. What is the name of 
the man you know? Now you under- 
stand that this is not merely a “friendly 
act” to me and to the Penn Mutual, but 
it is a great big “friendly act” for this 
friend of yours whose name you are go- 
ing to give me. 

“You carry life insurance and you be- 
lieve in it. You know that it is a won- 
derful institution, but you may not know 
that through it over $540,000,000 was 
paid to widows and orphans last year, 
and that not one-tenth of that amount 
would have been paid if it were not 
for life insurance agents. The only 
reason these men who died carried this 
insurance was because of the activities 
of agents. 

“[ want to go and see your friend, and 
if | succeed in placing any insurance with 
him you will be indirectly responsible 
for some good work accomplised where- 
by his wife and children may some: day 
be benefited, or his old age made happy 
and free from financial worry. Now, I 
will just jot his name down on my pad.” 

The large majority of men will give 
you a name after this talk. If he hesi 
tates, say: “To more forcibly illustrate 
the real good you might do by giving 
me his name, I want you to imagine 
that if this friend of yours should die 
during the next year, and you had with- 
held his name from me, wouldn't your 
conscience trouble you when you heard 
of his death and you reflect upon what 
might have been had you given a first 
class insurance agent his name a few 
weeks, or months, before; and that as a 
result of that “friendly act” the wife and 
children of your friend might have been 
$10,000 to the good? You could have 
been responsible for those children re- 
ceiving a goo od education and thus a bet- 
ter chance in life. You could have been 


responsible for saving that friend’s widow 
from hardships and privation.” 

Just asking for the name is not enough 
to make the “friendly act.’ You must 
have the argument to make it effective. 

Try to get consent to use his name, 
but the names thus obtained are valuable 
without this consent. 

DO NOT GET MORE THAN ONE 
NAME. After you get the name, get all 
the information you can: Age, occupa- 
tion, children, age of youngest child, ap- 
proximate income, ete. “The reason I 
ask you for this, Mr. Prospect,” is be- 
cause I like to know the kind of men 
I am calling on so that I may prepare 
a more intelligent and helpful proposi- 
tion to present to him.” 

After vou have seen this one man, your 
prospect will be glad to have a report— 
and often will give you the name of 


another man. 
x ok Ox 


We have, many of 


Sell us, wondered at the 
The Main ability of the house 
Thing to house brush sales- 


man who sells our 
wives a varied assortment of brushes, 
most of which are on sale in the depart- 
ment stores, but which do not there so 
attract the housewife as to result in a 
purchase, says a writer in the State Mu- 
tual Life “Field Service.” 

The other day I happened to be at 
home when a brush salesman called and 
I could see the answer to his success the 
moment he began to talk. 

A brush which appeared in the de- 
partment store as a $1.19 item took on 
value above mere price in this salesman’s 
liands. This brush was very effective in 
cleaning radiators and other difficult 
places to get at. “May I show you how 
it works?” and lo and behold it does just 
fit its job. What matter if the price be 
$1.09 or $1.99?” It is a big time saver, it 
gets results, it cost lots more in effort 
and unsatisfactory work to go without 
the brush than it does to have it. I'll 
wager the wife doesn’t know now what 
that brush cost. She was too interested 
in what it would do. 

What the salesman said could be boiled 
down to, “You find it difficult to clean 
your radiators and in back of the 
radiators.” “You wish there was some 
way to get those places clean.” “Here 
is a brush wheh will do the job just 
right.” He didn’t have to say any more. 
He had made his sale. 

Isn't there a lesson for us in this ex- 
perience? May we not also get away 
from the description of policies as being 
$26.35 or $36.00 or $49.32 varieties? 

There is probably no doubt that the 
most effective way to sell life insurance 
is to first show the prospect his need 
and then illustrate how life insurance will 
just cover the need. Our suggestion 
then takes on a new aspect in his eyes. 
It will help him to do what he wants to 
do. It would be expensive to go with- 
out it. What does price matter? 

When he is in this state of mind we 
may safely ask him for his check, get 
his application and have him examined. 
We are helping him and of course he 
wants ta co-operate with us. 

Then we may explain the details of the 
policy, the dividends, cash value, and 
other technical details which, in’ them- 
selves, have little or no selling force but 
which he should understand. Why handi- 
cap the sale with uninteresting details 
when there is so much real good accom- 
plished by life insurance, so many uses 
for it, so many places where it just fits 


_into a man’s plans, so many things it will 


do which are of real interest to our pros- 
pect. 





NEW POLICY 
Disability Benefits of $15.00 per $1,000.00 
Waiver of Premium 
BROADER DOUBLE INDEMNITY CLAUSE 


Loans at end of 2nd year 


The Manhattan Life Insurance Co. of New York 




















Incorporated 1851 


BERKSHIRE LIFE INSURANCE COMPANY 
Pittsfield, Mass. 
WINTHROP M. CRANE, JR., President 


This Company has always pursued those policies in the duct of its busi that 
have given it a high r Sateen for stability and fair dealing. 
Has always rendered the highest grade of service to its policyholders. 
Its icy contracts give to each individual insurer full protection, safeguarding, at 
the same time, the interest of all its policyholders. 
Has always extended reasonable aseistance and encouragement to its representatives 
deve! 


to lop and held their business. ; 
John Barker, Vice-President Frederic H. Rhodes, Vice-President 


























ACACIA 


A Mutual, Old Line, Legal Reserve Company, limited by its Charter to 
Master Masons only and issuing all Standard Forms of Life Insurance 
Policies at Net Cost. 








WIND. Seistrince arse. doraonure Re re ee ...(Over) $10,000,000 
Lowest Rates 23 Liberal Dividends 
Insurance in Force December 31, 1918..... jidReabueRe cwdusses se 
Insurance in Force December 31, 1923...... 5:664:0:6:6'6:06)0;0:60: 6 5:0'5e ee 





AN INCREASE OF OVER 500% IN FIVE YEARS 


This remarkable record is without parallel in insurance history. Prospective agents 


need no further proof of the fact that ACACIA Agents are writing business and making 
money. 


ACACIA MUTUAL LIFE ASSOCIATION 


WILLIAM MONTGOMERY, President Homer Building, Washington, D. C. 





























Six Years of Marching On 


We now announce 1924 as the sixth successive 
year in which the Bankers Life Company has 
shown a gain in new business production as 
compared with the preceding year. The total 
for 1924 will reach $150,000,000. 


BANKERS LIFE COMPANY 


DES MOINES IOWA 


GEO. KUHNS, President 




















A CHRISTMAS SENTIMENT 
The great business of life Insurance is more than selling 
policies. 7 
It is good cheer and friendship and service of the highest order, 


In that spirit of genuine and warm fellowship we wish for 
all those engaged in forwarding the humanitarian work of Life 
Insurance. 


A Merry Christmas 
and a 





Happy, Prosperous New Year 


(LINK uP (wm THE (() LINCOLN) 


The Lincoln National Life Insurance Company 


“Its Name Indicates Its Character” 














Lincoln Life Building 


Fort Wayne, Indiana 
Now More Than $325,000,000 in Force 
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Abstractors 
(Continued from page 7) 


now applied for, is issued?” If this 
question is answered “Yes,” full particu- 
lars should be given. When application 
is received at the Home Office with this 
question answered in the affirmative, the 
interested company is notified and given 
a chance to refer the case to the agent 
interested and he in turn is given an op- 
portunity to save the policy that he and 
his company are interested in. 

I should like very much to see every 
company include this question in their 
application and believe it would be a 
great help in reducing the number of 
changed policies. 





Hart & Eubank 
Aetna Life 











(a)—A business man, when approached 
in the proper manner by a salesman, re- 
gardless of that salesman’s business or 
intentions, should practice the American 
principle of granting him a fair hearing 
either at the time approached, or at a 
later appointed time. 


(b)—The business man, after hearing 
the “convincing argument” referred to 
in your question, should then reply in 
substance as follows: 


“My life insurance policies are very 
valuable securities. I would not con- 
sider turning them over to you or 
anyone else whom I do not know with- 
out first obtaining references and in- 
vestigating thoroughly the character, 
ability and experience of such person. 

I ask you to give me references 
with the understanding that I am not 
only going to investigate you, but I 
am going to consult with the man who 
wrote the majority of my policies as 
to what course I should pursue in re- 
gard to your proposal.” 


(c)—If the “salesman he never saw” 
refuses to give references, then the busi- 
ness man should terminate the interview. 


(d)—Assuming that the salesman gives 
him the references, then the business 
man ought to do two things: 


Ist—He should investigate those 
references and if they proved un- 
satisfactory he should refuse a 
further interview to the salesman 
other than make a brief statement 
that he does not care to go into the 
matter further. ‘ 


2nd—If on the other hand the 
references proved satisfactory, he 
should send for the agent who wrote 
the most of his insurance and go 
over the entire matter with him, 
asking him if he knows anything 
about the salesman, his methods, and 
so on. If he doesn’t then he should 
ask the man who has sold him the 
most of his insurance his advice as 
to whether he should go ahead with 
the salesman by letting him look 
over his policies. 


How to Judge Advice 


_ The value of the advice given by the 
Insurance man who has written most of 
the insurance involved, should be judged 
by the record of service which he has 
rendered the business man in connec- 
tion with his insurance affairs in the past. 
If the insurance man volunteers to go 
over his insurance policies for the busi- 
ness man, making the survey which the 
stranger proposed to do, then the busi- 
ness man should give preference to the 
insurance man whom he already knows, 
at the same time mildly rebuking him for 
not having proffered this service before. 
Or the business man might take this 
course of suggesting that the insurance 
man get in touch with the salesman and 
that they go over the policies together, 
if the insurance man found, after talk- 
ing to the salesman, that the salesman 
re ully had some service which would be 
beneficial to the business man in connec- 


tion with his insurance which he him- 
self could not render as well. 


The summary of our view is that the 
business man should give a fair hearing 
to the stranger, but should take every 
precaution both to see that no crooked 
work should be done, and at the same 
time not lose an opportunity for obtain- 
ing legitimate service, and that he should 
give the preference in the conduct of his 
insurance affairs to the agent who has 
already served him and in whom he has 
confidence. 


By taking the step above indicated the 
stranger salesman will be given a square 
deal, the agent who has written the busi- 
ness man’s insurance will be given a 
square deal, and the business man’s in- 
surance interests will be carefully safe- 
guarded, while at the same time he ob- 
tains whatever service the stranger pro- 
posed to give him, either from his own 
agent, or by his agent’s advice from the 
stranger, or from their joint efforts. 


The Fundamental Danger 


The fundamental danger which the 
business man must guard against is that 
unscrupulous advice may be given him 
by the stranger that will prove detri- 
mental to his insurance interests. Many 
a “twister” masquerades as an expert, 
and some of the most diabolical crooks 
have charming personalities and plausible 
arguments. No business man will go 
wrong in advising with his own trusted 
agent with whom he has had satisfactory 
dealings in insurance matters in the past, 
concerning any and everything that has 
to do with life insurance. At the same 
time, the agent who writes his client’s 
insurance, pockets his commissions and 
then forgets to give him a continuous 
service proper for his insurance needs, 
has only himself to blame if some out- 
sider edges in and is able to tempt the 
business man to stray away from the 
fold. 





Stuart B. Rote 
Connecticut Mutual 











If an agent approached me who was 
exceptionally glib with figures, I would 
become naturally suspicious. If he criti- 
cized my _ present insurance which 
amounts to over $40,000, I would feel 
that he was questioning the judgment I 
displayed in buying the forms and kinds 
of policies. I would be quick to discern 
that he was more interested in making a 
commission than rendering me service. 


As a salesman of life insurance I al- 
ways recognize the fact that the man I 
am talking to is just as smart as I am 
and in a great many cases a more suc- 
cessful business man. If I am going to 
do any business with him I must first 
gain his confidence. While business men 
know very little about life insurance the 
average man knows it is based upon 
very definite and scientific principles 
which are the same in all conservative 
companies. 

Character is the chief element of suc- 
cess. Most men who are holding re- 
sponsible executive positions are good 
students of human nature and I do not 
see how these so-called abstractors or 
analyzers can put anything over on them. 
I would like to see some insurance man 
try to change my line of insurance which 
consists of 20 Payment Life policies and 
long term endowments in four or five of 
our leading companies. 





Charity Bequests 
(Continued from page 9) 

If there is nothing in the law about 
charitable exemptions, or if the institu- 
tion is not within the scope of the ex- 
emption, of course the bequest is taxed. 
For instance, it is somewhat startling 
to discover that a bequest to the United 
States has been held subject to state 
tax. Cullom’s estate, 27 N. Y. Supp. 1105, 
145 N. Y. 593, 40 N. E. 163. 


“Additional” Illegal 


(Continued from page 3) 


ment of an examination by a physician, 
would be to prevent the accomplishment 
of the very end sought to be attained by 
the legislation, and to render the en- 
actment of no value. 


In my opinion, the language of the 
statute indicates that the intention of 
the Legislature was that each transac- 
tion involving the application for, and 
the consideration by the insurance com- 
pany of the issuance of, a policy of life 
insurance should include a_ prescribed 
medical examination, which should take 
place before the particular contract of 
insurance was actually consummated. In 
the practical working out of this system 
it may well be that under certain cir- 
cumstances, as when one or more pol- 
icies are applied for at one time, or so 
nearly together in point of time that the 
transactions may fairly be regarded as 
one placing of insurance, or when the 
application for and granting of an in- 
crease in the amount of insurance fol- 
low so close upon the issuance of the 
principal contract that both may fairly 
be regarded as one transaction, a single 
prescribed medical examination will ful- 
fill the statutory requirement. When, 
however, negotiations for contracts of 
insurance, including contracts for the is- 
suance and acceptance of larger amounts 
of insurance upon the terms of a con- 
tract already written, are separated in 
time so that they are distinct and differ- 
ent transactions, the statute requires 
another medical examination in addition 
to the examination or examinations to 
which the insured has submitted in the 
past. 

I therefore answer your first question 
in the negative. 

Your second question I also answer 
in the negative, both as to its divisions 
(a) and (b). As to (a), the test of what 
is a “reasonable time” after the first 
medical examination is not, in my opin- 
ion, a test which is applicable to the 
question of the necessity of more than 
one medical examination under the 
terms of the statute. In any single 
transaction—involving the application of 
a‘ policy, consideration by the company 
and the final issuance of the contract 
—there may elapse a long space of time 
between the prescribed medical exam- 
ination and the final consummation of 
the contract. Under such circumstances, 
with regard to the single transaction, 
the company might fix for its own 
guidance a rule as to what should consti- 
tute a “reasonable time” for the effect 
of a medical examination to remain in 
force before the policy was actually is- 
sued; yet when negotiations ending in 
the making of contracts involve more 
than one transaction, the test of “rea- 
sonableness” is not to be resorted to. 

I likewise answer your third question 
in the negative. 





NEW SALES BODY IDEA 





Detroit Men Form Guarantee Under- 
writers Corporation to Represent 
Omaha Company 


(Special to The Eastern Underwriter) 


Detroit has something new in the way 
of a life insurance sales organization. It 
is the guarantee underwriters incor- 
porated consisting of a small group of 
producers who have incorporated them- 
selves with ten thousand dollars capital 
to sell life insurance for the guarantee 
fund life, of Omaha, and have been given 
four counties in this section of the state, 
including Wayne, where Detroit is lo- 
cated. 

A. R. Meacham is president of the 
Guarantee Fund Underwriters. A. P. 
Nepling is vice-president and Charles H. 
Larsen is secretary. Meacham and 
Neuling have been district managers here 
of the Guarantee Fund, while Larsen has 
been in the head office at Omaha. 


Miners Launch Life 
Insurance Company 


CALLED JOHN MITCHELL LIFE 





Hazardous Anthracite Industry to Get’ 
Cheap Insurance From Unions; 
Miners Run It 


Organized labor has launched its first 
life insurance company venture. The 
John Mitchell Mutual Life Insurance Co. 
has opened offices in Hazleton, Pa., in 
the heart of the anthracite coal district 
and is issuing policies. This following 
soon after the favorable attitude of the 
American Federation of Labor at its El 
Paso convention on the project of 
launching an insurance company under 
the auspices of the Federation, will serve 
as a test for any future developments 
along that line for the labor unions. 

The purpose of the new company is 
to furnish cheap life insurance for the 
anthracite coal miners. The officers are 
members of the United Mine Workers. 
The late John Mitchell’s son, Richard H. 
Mitchell, will be one of the officers. 

The plan of operations provides for 
the business being written through the 
local unions and the promoters expect a 
saving by having the unions make the 
premium collections. 

Anthracite mining is a hazardous oc- 
cupation and is so classified by the in- 
surance companies. Of the 150,000 or 
more men employed in the industry, it is 
estimated that about 500 lose their lives 
and probably 25,000 are injured each 
year. 

It is expected that the new company 
will put out $500 policies at a net cost 
of $9 a year. Also, the older men will 
come under the plan and be provided 
with insurance at about the same cost. 





TO RULE ON COMMISSIONS 


Superintendent Beha Has Under Con- 
sideration First Commissions On 
“Modified” Policies 
One definite ruling affecting the “half- 
rate” policy—now established as the 
“modified life’—may materialize as a re- 
sult of the lively discussion of the policy 
before the Insurance Commissioners 
Convention at the Hotel Astor last week. 
It is understood that Superintendent of 
Insurance Beha has been conferring with 
representatives of several companies on 
the payment of first commissions on this 
type of policy after five years and also 
he has brought into the consideration 
of the subject, the first commissions 
paid on the conversion of automatic con- 

vertible term policies. 

A ruling by the New York Insurance 
Department on this subject will un- 
doubtedly be made and it will gers 


have a general application to all policies 
of this type. 








MUTUALIZATION APPROVED 


Guardian Life Stockholders Vote in 
Favor of Plan of Company; 
Policyholders Vote Next 


The stockholders of the Guardian Life 
at their special meeting held yesterday 
approved unanimously, by a very large 
majority vote, the plan adopted by the 
company’s board for the conversion of 
the Company into a mutual life insurance 
corporation under Section 95 of the In- 
surance Law of New York. 

The next step in the mutualization 
program will be the approval of the plan 
by the company’s policyholders at their 
special meeting called for January 22. 








NEW PRUDENTIAL DIVIDEND 





Plan to Celebrate Golden Aniversary In 
1915 With Special Dividends to 
Policyholders 

The Prudential will celebrate its golden 
anniversary in 1925 by returning to its 
policyholders dividends on an increased 
scale. The new rate is considerably 
higher than that of applied to this year. 
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Stevens’ Address 
(Continued from page 5) 


cured, but I will have to be careful al- 
“ways so I want a good education and the 


-,money will help my mother to send me 


through school.” 

While professing the profoundest re- 
spect for those producers of the pre- 
eminent policies, I cannot refrain from 
reminding you that about ninety per cent 
of our. policies insure their holders for 
ten thousand dollars or less, that two- 
thirds of those policies provide pro- 
tection to the amount of five thousand 
dollars or less and that one-third are 
for "only one thousand dollars. 

The foundation and sustaining walls 
of the life insurance structure are the 
small policyholders and the small pro- 
ducing agents. By small policyholder I 
mean the man who is insured for five 
thousand dollars and less; and by small 
producing agent I mean the agent who 
- produces considerably less than two hun- 
dred thousand a year. 

The chief executive of one of our 
greatest companies certainly tuned in 
strong and sweet on my _ heartstrings 
-when in a recent address to his agents 
vdhe said: 

“Get in as many policies and lives as 
vou possibly can. Be less intent upon 
increasing the insurance of those who 
are members of the company, and more 
intent upon increasing the number of 
.mémbérs. I do not mean that additional 
‘insurance should not be sold to those 

: already’ members, because it is part of 
our duty to see that every one is ade- 
quately covered. But think more of 
what we do for the working people and 
‘Jess ‘about our figures.” 

/Hawing in mind the greatest good for 
bthe greatest number it is my sincere be- 
lief that the most valuable, laudable and 
patriotic service that the American life 
insurance companies and their agents 
carr and do render is the seeking out, in 
the highways and the by ways, down the 
side, 8treets and up the back stairs, of 
thése humble fathers and mothers, the 
payment to whose children of as much 
.'as,pme ‘thousand dollars of life insurance 
e money méans more to the heart and se- 
_ourity. of America than all the million- 
dellar life insurance payments that have 
been or ever shall be made to the 
“deneficiaries of millionaires. 


3%0 


AGAINST HALF RATE POLICY 


‘Richmond Life Underwriters Adopt 
” ‘Executive Committee Recommenda- 


That It Be Dropped 


The Richmond Association of Life Un- 
«(lerwriters' at its December meeting 
-adopted a report of its executive com- 
ybtittee recommending that issuance of so- 
: called half. rate policies be discontinued. 
The Committee was unanimously of the 
opinion that it will be hurtful to life in- 
SUFaNCE to issue these policies. Its report 
was’ adopted by a vote of 18 to 9, fol- 
lowing, a discussion of the question led 
“off bY ‘W.’ Witcher Keen, manager of the 
brarteh, office of. the Travelers at Rich- 
mond. ‘on 
Mr. Keen explained at the outset that 
hts: coinpany had decided to put on a 
* sintilgr policy simply as a_ protective 
measure for-use in competition prin- 
“éidally with the Aetna’s policy of which 
7 Travelers is practically a duplication. 
It is not his intention to push the sale 
of the policy. In fact he went even so 
‘“far'as to assert that one would never 
‘he issued in his office if it could be 
“aypided. It is his opinion that the policy 
isea “Frankenstein” that will affect its 
creator more than any one else. At the 
same time, he questioned the expediency 
of the association going on record against 
zit. Such‘action, in his opinion, would 
serve to propagate an evil which it was 
seeking to cure. 





T. J. Hanify has opened offices at St. 
*Paul.as manager of the ordinary depart- 
“ment. for..Minnesota of the American 
‘National of ‘Galveston. 


PLANNING BIG CONFERENCE 


Home 
Waldorf-Astoria in January for 


On January 12 and 13, general agents 
of the 
all parts of the country will meet at 
the Waldorf-Astoria to discuss plans and 
activities for the new year. 

Russell M. 
chairman of the program committee, ad- 
that this conference will be one 
* most interesting and instructive 
ever held by Home Life managers. 


BEIEM IE JE IE WE My BEM JENA Em JE, Em J mM EA J YON SMA YP 


vises 


of 


eave 


December 19, 1924 


——= 





PARTNERSHIP 


_Experienced gentleman, good executive and _ negotiator, 
wishes to enter live insurance agency as active partner. Good 
manufacturing town in New York, New Jersey, Pennsylvania, 
Maryland or Connecticut preferred. 


Life Managers to Gather at 


Meeting 


Home Life of New York from 


Address: Partnership 
The Eastern Underwriter 
86 Fulton Street, New York 


Simons of New York, 
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THREE BLIND MEN 


pees the year ending June 30, 1924, several blind men achieved membership 
in the “Two Hundred Thousand Dollar Club” of the New York Life Insur- 


ance Company. The names of three, their Branch Offices and their records 


of paid insurance were as follows: \ 


JULIUS JONAS, 42d St. Branch, New York City 
R. HUFF, Youngstown, Ohio, Branch 
PAUL KERR, Knoxville, Tenn., 


Teer. 
eT eT ee 
WENCH ..<.%<s: ....~ 406,405 


Thes 
agency force of 8,500 men. 


Phe 1924 $200,000 Club Class contained 929 members. 
writers of business in the Company’s 


se are the largest 


. rhe achievements of these blind men ought to make the blood of every life 
insurance man tingle, and be to him a clarion call to duty. They ought to shame 
every agent who, with health and all his senses, does not make a good living. 


“The fault, dear Brutus, is not in our stars, 

But in ourselves, that we are underlings.” 
What is their secret? It is the character of the Company they work for—its 
policies, management? Quite likely that had something to do with it, but 
that is in the kit of every agent. The secret lies deeper than this. 


The first of the three men named, in addition to his work as agent, has inter- 
ested himself in publications for the blind, and finds in this service great satisfac- 


tion. He in effect revealed his secret when he said at the Club meeting in Sep- 
tember 


“If I could recover my vision and had at the same time to go back to my old 
state of mind, I would much prefer to be without the so-called vision and 
enjoy the contentment I now feel.” 


Does the secret then lie in a state of mind? And did he and his fellows achieve 
that serenity of mind through unselfish service? It looks that way. And they all 
achieved success, too. 


An agent must reach that serenity of mind to be highly efficient and happy. 
All men can keep within hailing distance of Mr. Jonas by insuring their lives for 
the protection of their families. That is unselfish service, and it brings real joy. If 


you (meaning agents, the uninsured and the half-insured) feel sometimes like shirk- 


ing, remember these Blind Men and get a new grip on yourself. 


NEW YORK LIFE INSURANCE COMPANY, 


DARWIN P. KINGSLEY, President. 








NOT A COMMODITY, BUT A SERVICE 
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Insurance Essential 
To State’s Stability 


IT RAISES CITIZENSHIP 


Insurance Commissioner Luning Says In- 


HOW 


stitution Has Become Indispensable 
to Welfare 





Life insurance is a great force in pro- 
moting good and stable citizenship said 
Insurance Commissioner John C. Lun- 
ning of Florida before the Association of 
Life Insurance Presidents last week. He 
said : 

In more respects than one, life insur- 
ance is indeed an essential feature of the 
stability of the State’s citizenship. More 
than any other agency, it protects and 
provides for the dependents of citizens 
after the ‘natural providers for the fam- 
ilies are dead, which protection tends to 
the alleviation of actual want, enabling 
the children left behind to secure proper 
educational advantages, a large factor in 
the making of good citizens; and good 
citizenship invariably tends to stability 
of government. Life insurance also 
guards against want and privation in 
old age, when the earning capacity of the 
insured has dwindled, and it encourages 
the thrift in earlier years which is the 
foundation for a competency in later life. 
Assuring against want, it tends to con- 
tentment and satisfaction, two important 
-elements, essential to good and _ stable 
citizenship. 

Not only does life insurance provide 
the guaranty of proper care for the as- 
sured himself and his dependents, but it 
is also made the agency of a large num- 
ber of business men of the nation in 
procuring funds with which to transact 
and enlarge their business operations. 

The investment by life insurance com- 
panies in bonds of transportation com- 
panies, public utilities, in mortgages upon 
farm lands and properties in the various 
cities and towns of the nation, at a mod- 
erate rate of interest, is also a large 
factor in stabilizing financial conditions 
throughout the country. 

Life insurance in this country has 
reached a stage where it has become 
actually indispensable, both for those 
who must provide for dependents and 
also for the business interests of the 
nation. 

A glance at the statistics of life in- 
surance companies from 1913 to 1923, 
inclusive, reveals an interesting analysis 
of their growth in strength and volume 
of business. 


What the Statistics Show 


Their total premium income (in round 
figures), has considerably more than 
doubled, increasing from $715,000,000 in 
1913 to $1,900,000,000 in 1923, while the 
total income shows a still greater in- 
crease proportionately, from $946,000,000 
to $2,427,000,000. Payments of all kinds 
of policyholders increased from $470,- 
000,000 to $1,088,000,000, and total ex- 
penditures from $661,000,000 to $1,666,000,- 
000. Dividends to stockholders increased 
from $4,000,000 in 1913 on a combined 
capital of $52,000,000 to $12,000,000 in 1923 
on a capitalization of $94,000,000; in 
neither case an unreasonable return for 
the investors whose savings stand be- 
tween policyholders and the possibility 
of loss. During this same period divi- 
dend to policyholders on participating 
policies, which constitute more than 80% 
of all life insurance in force, increased 
from $101,000,000 to $275,000,000. 

It would be somewhat disturbing to 


find other expenses increasing from 
$191,000,000 in 1913 to $578,000,000 in 1923, 
but when we recall that 1913 was the 
last vear of the “pre-war period,” and 
consider the enormous increase of Fed- 
eral taxation following the entry of the 
United States into the world war, and 
the pyramiding of prices in all lines over 
pre-war values, we realize that it has 
required very superior financial general- 
ship on the part of life insurance execu- 
tives to prevent a still greater drain for 
expenses upon the policyholder’s dollar. 
We may indulge the hope that, as the 
period of war and succeeding industrial 
demoralization recedes, with a further 
return of the country—and the world— 
toward normalcy in economic life and 
further reduction of taxation through 
economy and more scientific balancing 
of the budget on the part of govern- 
mental agencies, the expense ratio of the 
life insurance companies may find a lower 
level. 

During this same period total admitted 
assets of life insurance companies have 
increased from $4,769,000,000 to $9,455,- 
000,000—approximately double the earlier 
figure. Investments in real estate mort- 
gages more than doubled ($1,618,000,000 
to $3,662,000,000) while the value of bonds 
owned by the companies shows but a 
slightly smaller percentage of increase 
($1,909,000,000 to $3,816,000,000) ; and this 
despite the fact that one of the inter- 
vening years ,(1921), witnessed a de- 
crease in book value through adjustment 
and amortization of almost one quarter 
of a billion ($242,000,000) dollars. On 
the other hand, the less desirable real 
estate holdings increased less than 50% 
($166,000,000 to $243,000,000) while stocks, 
so undesirable from many standpoints as 
an investment for life insurance com- 
panies, decreased more than 70% (from 
$86,000,000 to $24,000,000), and now con- 
stitute less than 7% of the total admitted 
assets of life companies. The reinsur- 
ance reserve, which constitutes 93% of 
the liabilities of life companies, has also 
more than double ($3,900,000,000 to $8,- 
129,000,000) while surplus to policyhold- 
ers ($522,000,000 to $744,000,000) has in- 
creased nearly 50%. It is striking evi- 
dence of the confidence felt in life in- 
surance companies, that dividends un- 
paid, left to accumulate and apportioned, 
increased from $111,000,000 in 1913 to 
$368,000,000 in 1923, than trebling 
during that period. 


more 


PRIVY COUNCIL TO DECIDE 


The case of Mutual Life vs. Ontario 
Metal Products Co. of Ontario over the 
payment of a $50,000 policy on the life of 
Frederick J. Schuch, president of the 
company has finally reached the Privy 
Council in England which has reserved 
decision. Mr. Schuch died two years 
after the policy was issued and the com- 
pany claimed that he knowingly con- 
cealed facts as to his health and that the 
policy was voided thereby. The trial 
judge decided against the company but 
the Appellate Court reversed this de- 
cision. Then the supreme court of Can- 
ada restored the trial court decision and 
the Mutual Life has appealed to the 
Privy Council. 





FRANK J. HAIGHT 
CONSULTING ACTUARY 


Hume-Mansur Building 
Indianapolis, Ind. 
Hubbell Building 
Des Moines, Iowa 














Low Cost 


EO. T. SMITH, Vice-President 
DUNBAR JOHNSTON, Secretary 





The Colonial Life Insurance Co. of America 


new Whole Life, Limited Payment and Endowment ee 
orDINARY J High Value ITS OWN 
POLICIES Attractive and Novel Features AGENCY 


Which, with especially favorable Industrial Contracts, 
give Agents unsurpassed money-making opportunities. 
£.. J. aime President 


HOME OFFICE, JERSEY CITY, N. J. 


STAFF ONLY 


AS. F. NETTLESHIP, 2nd Vice-President 
ry R. DROWN, Asst. See’y and Asst. Treasurer 








RAISING CATHEDRAL FUNDS 


Haley Fiske, Darwin P. Kingsley and 
Franklin D. Roosevelt Prominent 
In Drive for Funds 
Prominent insurance men are 
generously of their wry to the 
ment to complete the 
John the Divine, the 


giving 
move 

Cathedral of St. 
magnificent monu 


ment of New ‘York’s. spiritual ideals. 
Haley Fiske, president of the Metro 
politan Life, is chairman of a Business 
Men's Division which is enlisting the 


leaders in the 
Darwin P. Kingsley, presi- 
dent of the New York Life, is chairman 
of the Insurance Committee of the Busi 
ness Men’s Division. The Committee for 


support of 
commerce, 


chief lines of 
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Completing the Cathedral of John 
the Divine was organized eighteen 


months ago with Franklin D. Roosevelt 
as chairman. They set about raising a 
fund of $15,000,000. 

The committee decided upon an in- 
tensive canvass between January 18 and 
29, starting with a mass meeting in Madi- 
son Square Garden. 


OUT FOR NEW RECORD 


David S. Henderson and Lester D. 
Sandy, associated with Stuart B. Rote, 
veneral agent for the Connecticut Mutual 
Life in Newark, have gone out to break 
all records for number of applications 
written in their office for December. 








New Insurance 


Insurance in Force 


Insurance Record, 1923 


Increase of $58,623,876 which is 
61% of the New Business 


New England Mutual Life Insurance Co., 
Boston, Mass. 


$ 96,148,025 
719,421,634 














RICHMOND, 


Capital and Surplus......... 
Insurance in Force.......... 
Payments to Policyholders 
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INCORPORATED 187) 


LIFE INSURANCE COMPANY OF VIRGINIA 


issues the most libera] forms of ORDINARY Policies from $1,000.00 to $50,000.00. 
with premiums payable annually, semi-annually or quarterly, 


and 
INDUSTRIAL Policies from $1250 to $1,000.00, with premiums payable weekly 
CONDITION ON DECEMBER 31, 1923 





Total Payments to Policyholuers since Organization 


VIRGINIA 


FR Preatent 
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The Mutual Life Insurance 


cessful business. 


tude, 


Those considering 








34 Nassau Street 











THE MUTUAL LIFE 


a record of EIGHTY-ONE YEARS of prosperous and suc- 
It has passed through panics, pestilence 
and wars unharmed, and to-day, as a result of eight decades 
of endeavor, offers financial strength, reputation, magni- 


leadership, and life insurance service 


a profession are invited to apply to 


Che Mutual iite lasurance Company 
of New York 
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derwriter Company, a New York corpor- 
ation, office and place of 
Fulton Street, New York City. Clarence 
President and Editor; W. L. 
Hadley, Secretary and Business Manager; 
Edwin N. Editor; 
Jerome Philp, The ad- 
dress of the officers is the office of this 


business 86 


Axman, 


Eager, Associate 


Associate Editor. 


newspaper. Telephone number:  Beek- 
man 2076. 
Subscription Price $3.00 a year. Single 


copies 25 cents. Canadian subscriptions 
$1.00 for postage should be added. Other 
of Canada $1.50 for 
postage should be added. 

Entered as second-class matter April 
5, 1907, at the Post Office of New York 


under the actof March 3, 1879. 


countries outside 








COMMISSIONER 





THE DISTRICT 
The commissioner of insurance for the 
District of Columbia has caused a flurry 
by endorsing a promotion proposition. 
He has advised people to invest money 
in a company being organized which in 
$5,000,000 
As a man 


its literature says it will have 
capital and $5,000,000 surplus. 
who has spent eight years of his life in 
contact with insurance, and part of that 
time as the agent of fire insurance com- 
panies, his action is inexplicable. His 
resignation would not cause surprise. 


THE NON-MEDICAL PLAN 


In this issue of THe Eastern UNpER- 
WRITER appear the announcements of two 
Hartford life 
effect that after January 1 insurance will 
be issued by them without medical exam- 


insurance companies to the 


ination. These announcements are im- 
portant to the life insurance business in 
this country for it is evident that they 
mark another step in a definite tendency 
which will sooner or later bring the bulk 
of the small units of life insurance under 
the non-medical plan. A few American 
companies have already adopted the plan, 
one of the most recent being The Pru- 
dential, 

This step involves no radical departure 
from the sound and conservative practices 
that have built up the great institution 
of American life insurance. All of the 
Canadian companies write business with- 
out medical examination, and have done 
so for years with a very satisfactory ex- 
In England the 
plan has been followed for more than 
twenty years with favorable results. 

There are several considerations that 
greatly favor the writing of non-medical 
business. One of these is the saving in 
medical costs. A company writing an- 
nually 10,000 policies of $1,000 each, will 
save $50,000 a year on this group alone. 
This amount serves as a substantial extra 
premium to take care of any substandard 
risks that may have gotten through under 
the non-medical method. The ease with 
which the smaller policies may be written 
under the system will undoubtedly greatly 


perience on the business. 


increase the volume of business from those 
agents who are on the border line of 
the business because of small 
making them an asset instead of 


quitting 
volume, 
a drag on the business. 

The term which has come 
to describe this plan is, in fact, a misno- 
mer, A special medical report is used that 
is especially adapted to bring out the 
medical history of the applicant. If this 
satisfactory, the 
company requires a medical examination. 
The very smallness of the insurance in- 


“non-medical” 


history is not entirely 


volved eliminates fraud and back of the 
whole idea is the natural selection found 
in the small policy. 

The chief obstacle to a general adoption 
and a rapid development of the non-medi- 
statutory restrictions in a 
Such restrictions are 


cal plan is the 
number of states. 
based on the antiquated idea of the possi- 
bility of using insurance to speculate on 
human life. This is a ghost of the early 
days of life insurance that has long since 
been buried. An amendment of the laws 
to recognize that the non-medical plan on 
small insurance is a genuine 
saving and a constructive development in 
the business is needed in those states where 


units of 


such restrictions exist. 


IN CHARGE OF CANADA 

The Metropolitan Life has appointed 
as superintendent of agencies for the 
Canadian territory, Frederick J. Wil- 
liams, formerly in charge of the New 
York State territory. The vacancy for 
Canada was caused by the resignation of 
Frederick L. Moran as superintendent 
of agencies. 

Walter S. J. Shepherd, formerly man- 
ager at Woodhaven and previously a 
supervisor, has been made superinten- 
dent of agencies for New York State. 

John H. Almy, manager at San Jose, 
Calif., has been appointed  superin- 
tendent of agencies for the Pacific Coast. 


FIRE COMMITTEE NAMED 


The members of the executive com- 
mittee of the Society of Life Members of 
the Fire Underwriters’ Association of the 
Northwest for the coming year have been 
named by James F. Joseph, of the West- 
ern Union, the president. The committee 
includes the following: Fred B. Barnes, 
of Oshkosh; James B. Tallman, Chicago; 
L. J. Bonar, Mansfield, Ohio; C. A. Mc- 
Cotter, Indianapolis; Hart Darlington, 
New York City; H. T. Lamey, Denver; 
Fred A. Hubbard, Fort Myers, Florida, 
and P. H. Knighton, of Hannibal, Mo. 


COOK COUNTY CLUB ELECTS 
At the recent annual meeting of the 


Cook County Field Club at Chicago 
George A. Rapp of Munger, Vokoun, 
Wetmore & Witherbee was elected 
president for the coming year. Walter 


M. Sheldon, of W. A. Alexander & Co., 
the retiring president, reported that the 
present membership of ninety was the 
largest of the club’s existence and sug- 
gested that the dues be reduced in order 
to secure a still larger membership. 


MOVES HOME OFFICE 
In order to obtain more space for han- 
dling its large growth of business, the 
Commonwealth Casualty of Philadelphia 
is moving its home office to 210-12 So. 
Fifth Street, Philadelphia. 





Robert L. Sumwalt, a former super- 
visor of agents for the Atlantic Life, 
and Miss Caroline Causey, of Hartsville, 
S. C., were married recently, the cere- 
mony being performed in St. Bartholo- 
mew’s Episcopal Church at Hartsville. 
Mr. Sumwalt is now one of the very 
active members of the Cheraw, S. C,, 
agency of the company. 











The Human Side of Insurance 














WILLARD L. 


CASE 


Willard L. Case, who has been elected 
by the board of directors of the In- 
dependence Indemnity vice-president of 
the company, is a civil engineer, having 
conducted a practice of his own in New 
York City, his principal commissions 
coming from banks and financial insti- 
tutions in connection with their super- 
vision of large industrial and com- 
mercial undertakings. For some time 
he was treasurer and a director of the 
Yale & Towne Manufacturing Co., and 
was himself engaged in manufacturing 
operations. He is a man of wide execu- 
tive experience and the assistance he 
will render President Holland will be of 
great value. He will be associated with 
A. L. Johnston, vice-president, and 
James Morrison, secretary-treasurer, in 
the executive office of the company. 
Mr. Case is a brother of J. Herbert 
Case, deputy governor of the Federal 
Reserve Bank of New York. 


* * * 


William V. Cohen, auditor of disburse- 
ments of the National Surety Company, 
has been elected an assistant secretary of 
the Company. The election was made by 
the Board of Directors upon the recom- 
mendation of Chairman William B. Joyce. 
Mr. Cohen started as Metropolitan Cashier 
in the Accounting Department of the Na- 
tional Surety, August 22, 1911. Three 
years ago he was appointed to the Auditor- 
ship where he has passed on all the ex- 
penses of the Company. Mr. Cohen, a 
native of New York City, served on the 
committee which had charge of the erec- 
tion of the National Surety Company’s 
3uilding at 4 Albany Street in New York 
City. 

x ok Ox 

Ben A. Ruffin, general manager of the 
Insurers Guaranty Corporation, Rich- 
mond, Va., is developing into a pulpit 
speaker of no mean ability. He recently 
filled the pulpit of Monument Metho- 
dist Church, that city, in the absence of 
the pastor, and he acquitted himself well, 
according to those who heard him. Sun- 
day of this week he filled the pulpit of 
St. Paul’s Methodist Church. Mr. Ruf- 
fin teaches a large men’s Bible class at 
Monument Church. He was at one time 
in the New York office of the General 
Accident. 


F. G. DEXTER PRESENT 


The name of Frederick G. Dexter, 
manager at Newark for the Mutual Life, 
was inadvertently omitted from the list 
of those present at the meeting of New- 
ark managers and general agents as 


given in The Eastern Underwriter. 


Wilson Williams, general agent at New 
Orleans for the New England Mutual, 
has lately purchased an old country es- 
tate about twenty-five miles distant from 
the city, and which he will arrange to 
conform to modern ideas of a place to 
live without losing any of the charm 
which is so characteristic of many old 
Southern homes that were built in the 
old days, “The American ‘Insurer” of 
New Orleans says. “The place Mr. Wil- 
liams has purchased is known as Kenil- 
worth, the ancestral plantation home of 
the Estopinals in St. Bernard parish. St. 
Bernard parish is south of New Orleans, 
in the orange belt of the state. In its 
day Kenilworth was one of the finest 
homes in the South. Many prominent 
people have lived there in the years gone 
by. Mr. Williams is naturally very 
pleased with his latest acquisition, and 
in due course will have his summer home 
ready for himself and family. It is un- 
derstood the entire family are interested 
in Kenilworth as place to spend the sum- 


mer time.” 
x Ok O* 


A. L. Johnson, vice-president of the 
Independence Indemnity, was at the 
luncheon held at the Bellevue Stratford 
last week, following the cornerstone lay- 
ing of the company’s new building. It 
was his first day out of the Episcopal 
Hospital of Philadelphia, he having spent 
two months there with typhoid fever. 
Mr. Johnson, who organized the busi- 
ness of the Independence Indemnity on 
the: Pacific Coast, will now be perma- 
nently located at the head office of the 
company. 

* ok x 


C. S. Albert of the Connecticut Mutual 
Life, Springfield, Mass., wrote applica- 
tions on 120 persons for $253,450 of life 
insurance in March. Mr. Albert is 
twenty-six years of age, and has been an 
agent of the Connecticut Mutual since 
April 1, 1919. He had- previous sales ex- 
perience dating from the time of his 
graduation from the Springfield High 
School. He has completed the com- 
pany’s Educational Course for which a 
certificate was issued to him June 9, 
1921. 

x ok Ok 


Edward Stevenson, a director of C. 
T. Bowring & Co., (Insurance,) Ltd., 
sailed for England on Monday on the 
“Olympic” after a sad visit here. Mrs. 
Stevenson became ill of pneumonia and 
died while in this country. 


* * * 


A. R. Andrews, of Manning & Andrews, 
an agency of Dallas, Texas, has leased 
an entire floor in one of the best Austin 
hotels so that insurance men of Dallas 
will be able to attend the inauguration 
of Governor “Ma” Ferguson. This will 
take place on January 20. 

x Ok Ok 


Clifford L. McMillen, home office gen- 
eral agent of the Northwestern Mutual 
Life, has been elected president of the 
University Club of Milwaukee. 

x * x 

John Ferguson, marine manager for 
the American Foreign Insurance Asso- 
ciation, who has traveled over most of 
the globe in the interest of American 
marine insurance, is now ill with typhoid 
fever in Christ Hospital, Jersey City, 
following an initial attack of influenza. 
His host of friends both in this country 
and in England, who know of his ill- 
ness, wish him a certain and rapid re- 
covery from this illness. 

kok Ok 

Miss Alice Lakey, insurance specialist 
of the National Federation of Women’s 
Clubs and publisher of “Insurance,” ad-* 
dressed Secretary Hoover’s Council for 
Safeguarding the Highways at Washing- 
ton this week and she also addressed 
the Housekeepers Alliance at its national 
headquarters there. 
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New Building To House 
Many Fire Interests 


NATIONAL BOARD TO BUILD 





14-Story Structure to Be Occupied by 
National Organization, Rating 
Organizations and Others 





The National Board of Fire Under- 
writers is planning to erect a fourteen- 
story structure having an area of 9,400 
square feet per floor, on property at the 








mortgage of $1,000,000 at 5%, and a sec- 
ond mortgage of $200,000 to $250,000 at 
6%, which loans, at the rate of interest 
stated, have been tentatively offered to 
the committee. It also provides for the 
issuance of $600,000 capital stock ($100 
par value) ,which, after payment of all 
expenses including the amortization of 
the mortgages at the rate of 2% per an- 
num, should yield a dividend of 6% from 
the date of the completion of the build- 
ing. 

The stock of the corporation is to be 
available to National Board members, 
as voluntary individual ‘subscribers, and 











NATIONAL 





“BOARD'S NEI W 





HOME 





northwest corner of John and Gold 
Streets, New York. The executive 
committee has voted in favor of the 
proposition and tentative plans for the 
building have been prepared. 

Among the tenants will be the New 
York Fire Rating Organization, New 
York Board of Fire Underwriters, Loss 
Committee of the New York Board, 
Suburban Fire Insurance Exchange and 
New York Fire Insurance Exchange. 

It is believed that the new building 
can be constructed for about $1,150,000 
and will be ready for occupancy May, 
1926. The committee having considera- 
tion of the plan in charge consisted of 
H. A. Smith, C. G. Smith, T. H. Ander- 
son, Wilfred Kurth and W. E. Mallalieu, 
Kurth being chairman. 

To take charge of the erection, owner- 
ship and operation of the building, a 
corporation is in process of formation, 
to be known as The National Board of 
Fire Underwriters Building Corporation; 
the officers of which corporation shall 
be selected from the officers of The Na- 
tional Board of Fire Underwriters and 
the Chairman of its Executive Com- 
mittee. The Board of Directors shall 
consist of nine members. 

The financial plan contemplates a first 


the committee cordially invites all 
companies to subscribe to the said stock, 
for which purpose a blank application 
is enclosed. The committee reserves to 
itself the right of apportioning the stock 
in the event of over-subscription, in 
order to secure general participation in 
the undertaking by the membership of 
the National Board of Fire Underwriters. 





_ be remembered? 


and Trust Company stocks. 


American Alliance Insurance 
Carolina Insurance 

City of N. Y. Insurance 
Continental Insurance 
Fidelity- Phenix Insurance 
Franklin Insurance (Phila.) 
Glens Falls Insurance 


36 Wall Street 








Holiday Gifts 


AVE you ever considered that at this season of 
the year it might be a good idea to give shares of 
stock as a gift which will endure? 


Have you ever thought that some of the gifts which 
you make give pleasure only for a short time and are 
soon forgotten, but the gift of a good security will always 


One year ago several of our customers adopted this 
idea and have profited accordingly. 


Over a period of years, Fire Insurance stocks have 
proven most desirable investments, ranking with Bank 





New Jersey Insurance 





Prices and information sent on request 


J. K. Rice, Jr. & Co. 


TELEPHONE 


Great American Insurance 
Hanover Insurance 

Home Insurance 

Niagara Insurance 

North River Insurance 
United States Insurance 
Westchester Insurance 


New York 


JOHN 4000 











Springfield F. & M. 
Forms New Company 


TO BE CALLED THE SENTINEL 
G. G. Bulkley ‘Elected President of 
Running Mate; Other Officers and 
Directors Named 


The seventy-fifth year of the Spring 
field Fire and Marine in the insurance 
world was marked this week by appli- 
cation for a‘charter for a new insurance 
company. ‘The Sentinel Fire Insurance 
Company of Springfield, all of whose 
capital stock, except qualifying shares, 
will be subscribed to by the Springfield 
Fire and Marine. 

The papers in application for a char- 
ter, which were prepared by Atty. 
Robert S. Kneeland, provide for a capi- 
tal stock of $500,000 and surplus of 
$500,000. They will be submitted to the 
commissioner of insurance of Massa- 
chusetts at an early date. 

The Sentinel Fire Insurance Company 





CAPITAL : 
LIABILITIES _. 
NET SURPLUS 
TOTAL ASSETS 


J. A. KELSEY, President 





STANDARD 


INSURANCE COMPANY 
OF NEW YORK 


Statement June 30, 1924 





Head Office: 45 John Street, New York 


$1,000,000.00 
433,830.37 
1,159,784.60 
2,593,614.97 


GEO. Z. DAY, Secretary 








will be the first incorporated organiza- 
tion of its kind to be sponsored by the 
Springfield, and its organization marks a 
step forward along lines which have 
been followed by the larger insurance 
companies of the country. The purpose 
of the new company, President George 
G. Bulkley said, is to enable the parent 





GEORGE G. BULKLEY 


organization to expand its business on a 
larger scale and to give better facilities 
for distribution of its business through 
its agencies. 

All of the officers of the new company 
are officers of the Springfield, and it is 
probable that in the near future those 
officials of the parent company who have 


(Continued on page 22) 
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A. B. Roome Goes With 
Independence (Fire) 


NEW PHILADELPHIA COMPANY 


Running Mate of Independence Indem- 
nity; Roome Formerly Assistant 
Secretary of Westchester 


\llison Burton Roome, who has been 
issistant secretary of the Westchester 
lire and the Delaware Insurance Com 





\ B. ROOME 


pany, has resivned those positions to be 
come vice-president, with general charge 
of fire underwriting, of the newly organ 
ized Independence Insurance Company. 
This company is the fire running mate 
of the Independence Indemnity, with 





Charles H. Holland, president of both 
companies. 

Mr. Roome is well and popularly 
known along William Street, having 
been an officer of the Westchester since 
1919 when he became assistant secre- 
tary of that company. After graduating 
from Rutgers College as a civil engineer 
Mr. Roome made his first msurance con- 
nection with the Sanborn Map Company. 
Subsequently he became chief inspector 
of special hazards of the Continental and 
afterwards manager of the Brooklyn and 
Long Island department of the same 
company. He held that position until 
going with the Westchester. 

Before going to Philadelphia to as- 
sume his new and broader duties with 
the Independence Mr. Roome received 
last Friday from the home office statf of 
the Westchester a fine traveling bag and 
brief case in addition to verbal con- 
vratulations and best wishes for success 
in his present undertaking. Mr. Roome 
began his active work with the Indepen 
dence Monday of this week. 


OHIO FARMERS CHANGES 


Blake McDowell, Director, Made Vice- 
Pres. to Succeed J. W. Crooks; 
W. F. Kyle a Director 


Vacancies existing in the managing 
personnel of the Ohio Farmers since the 
death of J. W. Crooks, were filled by 
the board of directors at their last meet 
ing in Le Roy. Blake McDowell, di- 
rector for several years, was chosen to 
fill the position of vice-president, and 
W. F. Kyle, vice president of the Cleve 
land Trust Company, was made a di 
rector. These two. officials will bring 
much strength to the Le Roy company. 

Mr. Kyle, being in close personal touch 
with Cleveland banking circles, will bring 
wide financial experience to the com 
pany. Mr. McDowell's entrance into 
more active management increases” by 
one the number of officers of the Ohio 


Farmers who spent many years of their 
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‘Royal Exchange Assurance’”’ 


Fire and Automobile Lines 


Car & General Insurance Corporation, Limited 


Automobile Liability Insurance 
83 MAIDEN LANE, NEW YORK 


aman 














O. J. PRIOR, President 








INCORPORATE 1868 


Che Stmdard Fire Insurme Co. | 


OF NEW JERSEY 
TRENTON. Nv. 


| 


W. M. CROZER, Secretary 





lives as local agents. For fifteen years 
he toured the mud roads of Medina 
County as a local agent. He is head of 
the strongest bank in Medina County, 
having attained that position after work- 
ing as teller, assistant cashier, and cash- 
Tees 


AGENTS TO COOPERATE 

Decision to call a meeting of the ad- 
visory council of the Virginia Associa- 
tion of Insurance Agents for some time 
in January was reached at a meeting of 
the executive committee of the associa- 
tion held ine Richmond last week. The 
purpose of the meeting of the advisory 
council will be to consider ways and 
incans of cooperating with the National 
\ssociation in making effective the Mil 
waukee resolution. Date for the meet- 
ing of the advisory council will be an- 
nounced later. Other business trans- 
acted by the executive committee was 
only of a routine character, it was stated. 


FIAND GOES TO PITTSBURGH 


Arrangements for the launching of an 
automboile department have been com- 
pleted by the Pittsburg Underwriters, 
of Pittsburgh, and issue of policies will 
commence on January 1. Wm. C. Fiand, 
heretofore associated in the offices of 
the America Fore group at New York, 
has been engaged as manager, and will 
report shortly after the new year. Mr. 
Fiand is a man of considerable experi- 
cence in this department, both in the 
office and field, and enjoys the respect 
and esteem of his company associates 
as well as the insurance fraternity gen- 
erally. 


The Sheldon Brokerage Company, Inc., 
insurance agency, New York City, has 
been chartered at Albany with $500 capi- 
tal. A. G. Quinn, Leonard Lane and 
Thomas E. O’Donnell, 18 East 41st street, 
New. York City are the directors and sub- 
scribers. 








LOYAL TO FRIENDS, AND TO LOYAL AGENTS, LOYAL 





John x Pres. and Treas. 
oe B Vieo-Pres. and West. Mgr. 


a 
Wells Tek, See, 


FIREMEN’S 


INSURANCE CO. 


of Newark, N. J. 


Organised 1855 


Statement January 1, 1924 
ASSETS AND LIABILITIES 
Capital ....... *$3,000,000.00 


Reserve Reinsur- 
ance Fund and 
Reserve for all 


other liabilities. 8,181,979.10 


Net Surplus... *3,501,619.22 





err $14,683,598.22 


Policyholders’ Surplus, 
$6,501,619.22 


“As changed April, 1934 





Henry M. Grats, President 

Neal Bassett, Vice-Pres 

John Kay, Vice-Pres. and Treas. 
Waite Bliven, Vice-Pres. and West. Mgr. 
Davis G. Vaughan, Secretary 

A. H. Hassinger, Secretary 

Wells T. Bassett, Secretary 


GirardF.eM. 


INSURANCE CO. 


of Philadelphia 


Organised 1853 
Statement January 1, 1924 
ASSETS AND LIABILITIES 
|} Capital ........ $1,000,000.00 
| Reserve Reinsur- 
ance Fund and 


Reserve for all 
other liabilities.. 


Net Surplus.... 





2,949,854.39 
1,075,257.03 
‘elas a $5,025,111.42 


Policyholders’ Surplus, 
$2,075,257.03 


Total 














Neal Bassett, President 

John Kay, Vice-Pres. and Treas. 
Waite Bliven, Vice-Pres. and West. Mgr. 
John A. Snyder, Secretary 

A. H. Hassinger, Secretary 

Wells T. Bassett, Secretary 


MECHANICS 


ef Philadelphia 
Orgamized 1854 


Statement January 1, 1924 
ASSETS AND LIABILITIES 
Capital ....6:s00 4 $ 600,000.00 


Reserve 
ance Fund and 
Reserve for all 
other liabilities.. 


Net Surplus.... 


2,208,445.09 
865,373.90 





WE chssaces . $3,673,818.99 


Policyholders’ Surplus, 
$1,465,373.90 








H. M. Schmitt, President 

Neal Bassett, Vice-Pres. 

John Kay, Vice-Pres. and Treas. 

Waite Bliven, Vice-Pres. and West. Mgr. 
Thos. A. Hathaway, Secretary 

A. H. Hassinger, retary 

Wells T. Bassett, Secretary 


National 
Ben Franklin 


FIRE INSURANCE CO. 
of Pittsburgh, Pa. 


Organized 1866 


Statement January 1, 1924 
ASSETS AND LIABILITIES 
Capital ........$1,000,000.00 

Reserve Reinsur- 
ance Fund and 
all other Liabili- 
WONG aieeec sees 2,938,245 .94 


Net Surplus .. ..1,819,295.35 





Total .........$4,757,541.29 


Surplus to Policyholders, 
$1,819,295.35 











LOYAL TO FRIENDS, AND TO LOYAL AGENTS, LOYAL 
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The American Capitol Insurance Co. Promotion 





Quinn’s World Mutual 
Now In Liquidation 


BIG ASSESSMENT LOOMS’ UP 





What N. Y. Insurance Department 
Found When It Took Over Gold 
Street Company 








Unfortunate Holders of World 
Mutual Policies 

It would not be surprising if the 
New York Insurance Department 
would soon levy an assessment of 
at least 200 per cent on holders of 
policies in the defunct World Mu- 
tual Casualty. 











One of the worst wrecks that the 
New York Insurance Department has 
taken over, the Department acting vigor- 
ously after its examiners had gone into 
its offices which were in Gold Street be- 
tween Fulton and John and saw the 
state of affairs, was the World Mutual 
Casualty Company, the president of 
which was W. F. Quinn, other officers 
being: 

lst Vice-Pres. 
2nd Vice-Pres. 
3rd_ Vice-Pres. 
Sec. and Treas. 


William Dugan 
J. K. Upton 
James Baker 
E. S. Quinn 

It developed that there were almost 
4000 claims which were unpaid. At the 
time of the liquidation of the company 
by the New York Insurance Depart- 
ment, the company had admitted assets 
of $204,990, with liabilities of $425,746, or 
an excess of liabilities over assets of 
$220,756. 

Quinn’s Career 


W. F. Quinn, the president of the 
company, has been in the insurance 
business in New York City for about 
fifteen years, largely as a broker and 
part of the time in marine insurance. 
He is an alderman in the city of New 
York and is about forty-five years old. 

The World Mutual was incorporated 
as the World Mutual Automobile Cas- 
ualty Company on January 4, 1921, and 
authorized to commence business June 
3, 1922. The name was changed to the 
World Mutual Casualty Co. It did busi- 
ness in New York and New Jersey, and 
was authorized in Pennsylvania and 
Maryland. 

Relative to the World Mutual’s pro- 
duction activities, Insurance Department 
said in its report: 

“All of the company’s business is re- 
ceived under a contract with one general 
agent, Quinn & Quinn, Inc. This con- 
tract is dated September 19, 1922, and, 
unless cancelled, is to remain in force 
until February 1, 1948. By the terms of 
this contract, the company binds itself 
not to appoint other agents or accept 
applications direct from the assured or 
other agents or brokers without the con- 
sent of the general agent. Compensation 
for commission is allowed at a fixed rate 
of 17%% on all the premiums earned 
by the corporation. The general agent 
binds itself to pay to the corporation 
on or before ‘the last date of each 
calendar month the total gross premiums 
collected for the account of the cor- 
poration during the preceding calendar 
month, less gross refunds of premiums 
made to assureds or brokers and agents. 
The provision for monthly remittances 
has not been adhered to.” 


Violated Expense Section of Law 
In 1923 the company had an auto- 


mobile liability income of $419,660. It 
had an automobile property damage ‘and 
collision income of $113,978. Its total 
loss -_payments in 1923 were $125,000. 
Under the head of disbursements for in- 
vestigation and adjustment of claims, the 
company showed $99,000 for automobile 
liability and $13,253 for automobile 
property damage and collision. In other 
words, it spent almost as much on in- 
vestigation and adjustment expense as 
it did for total losses. In 1923 the ratio 
of management expense to total pre- 
mium income was 61.7%, which the De- 
partment says is a direct violation of 
Section 344 of the Insurance Law which 
limits expenses of this kind to 30% of 
the annual premium income. 


Used Radio 


The World Mutual had a number of 
novel sales and promotion angles. It or- 


Not Licensed To Sell 
Stock In This State 


AMERICAN CAPITOL STATUS 





Under Section 66 Department Looks 
Into Trustworthiness and Personal 
Integrity of Promoters 





Although the American Capitol In- 
surance Company of Washington, D. C., 
has advertised in daily papers of New 
York City for salesmen to sell its stock 
it has not been licensed by the New 
York State Insurance Department to 
sell the stock in this state or any other 
state, nor has it made application of 





The Incriminating Evidence 





COMMISSIONERS OF THE DISTRICT OF COLUMBIA 
DEPARTMENT OF INSURANCE 
WASHINGTON 


T. M. Bacowin. Jr. 
AKMBE Surceintencan? 


MOOmS 221-227 
OISTAICT BUILDING 


October 21, 1924, 


Mr, Eugene Byfield, 
Sherman Hotel, 
Chicago, Illinois, 


Dear Sir:- 


Replying to your letter of October 20th in refer- 
ence to Mir, W. F. Quinn, the organization manager of the 
American Capitol Insurance Company, as to whether we would 
recommend your becoming connected with this Company as a 
director ond stockholder, would say;- To my knowledge, Mr, 
Quinn has been in the insurance business for about fifteen 
years 28 a broker, agent and president of o Mutual Insurance 
Company, and was introduced to me and recommended by the 
most substantial people and I have found him to be an en- 
ergetic, wide awake, well-informed insurance man who is the 
first to have realized the possibilities of a company in- 
corporated under the Marine act passed by Congress in 1922, 
I have made some very searching investigations as to his 
affiliations in conneotion with the Insurance business and 
have found them to be entirely satisfactory. 


I would recommend to you your connecting yourself 
with him and also investing in the stock of this Company, ~ 
as I have not the slightest doubt that he is going to make 
Q great success of it bocouse he has started absolutely right 
in taking the agents in with him and putting them on his 
Board of Direotors, which means he will have on insurance 


company run by insurance men, 


TB /McK. 


ganized an adjunct which it called the 
“Argus Association.” It also used the 
radio. This spring Tue Eastern UN- 
DERWRITER printed a couple of para- 
graphs describing both these associa- 
tions. The paragraphs follow: 

Every two weeks the familiar strains 
of the World Mutual Casualty Com- 
pany’s Instrumental Trio are heard over 
the radio broadcasting station, WEAF. 
The music is supplemented by a talk by 
Major A. A. Stewart, a veteran motorist 
and member of the board of directors of 
the World Mutual, on the progress and 
purposes of the Argus Association, an as- 
sociation sponsored by the company for 
the furtherance of careful and cour- 
teous driving by motorists. 

Mr. Stewart said a few days ago 
over the radio that since November 27, 
when the Argus Association was started, 
over eleven thousand motor car owners 
from twenty-one states have signed the 
association’s pledge to obey a definite 
set of safety rules. 


Very al urs, 


g Hf Wy My t— 


T. M. Baldwin, Jr. 
Superintendent. 






the Department 
license. 


so far for any such 

The procedure to get such a license 
is described in Section 66 of the New 
York Insurance law which very clearly 
outlines the position the insurance super- 
intendent shall take before issuing such 
The statute provides that 
upon the receipt of the application for 
the license the 


a license. 


Department 
shall investigate the applicant and not 
such until it is demon- 
strated by the investigation that he is 


Insurance 


issue license 
a trustworthy person of good business 
credit. In brief, in order to sell insur- 
ance securities in this Commonwealth, 
whether in an insurance company or in 
a holding company which has control of 
an insurance company, no individual or 
corporation or firm or partnership can 


act without an endorsement by the In- 
surance Department of the applicant’s 
integrity. Only in that way, the law- 
makers believed, would the public be 
protected from investments in insur- 
ance stocks of a questionable nature. 

That is one of the reasons why New 
York State has been so free of com- 
pany promotion propositions by persons 
anxious to embark either in the insur- 
ance business or in what purported to 
be the insurance business. 

The District Attorney’s office cor- 
roborates that in all the vast sums lost 
by New York investors each year very 
little of it has been in the form of in- 
vestments in insurance stock. It is true 
that there have been a few bad invest- 
ments, such as in the Niagara Life and 
Seneca, but the wrecks of those com- 
panies came through bad underwriting 
management and other reasons, such 
as change of control of stock after the 
company was organized; and there was 
no wide distribution to the general pub- 
lic of the stock. 

While the New York Department 
looks into the trustworthiness and in- 
tegrity of the person asking for a license 
certificate to sell the stock, the law pro- 
vides for the printing in large type of a 
statement that the New York Insurance 
Department in no way recommends the 
securities which are being sold or to be 
sold. 





Baldwin Backs Quinn 
(Continued from page 1) 


liquidated by the New York Insurance 
Department; which wrote all kinds of 
motor car risks, especially taxicabs; 
which went down with a smash after an 
aggressive campaign for business during 
which it collected hundreds of thousands 
o fdollars and wrote 20% under the Con- 
ference rates? 

If so, those who have already bought 
stock in the American Capitol have still 
another reason for watching their~ step. 


Baldwin Calls at Liquidation Bureau 


While the insurance commissioners 
were in session at the Hotel Astor last 
week, Insurance Commissioner Baldwin 
was inquiring about the liquidation of 
the World Mutual Casualty by the New 
York Department. He did not see Mr. 
Fowler who was at the convention and 
who is in charge of liquidation for the 
Department. Anyway, he was a little 
late with his inquiry. He had had 
plenty of time to write to the Liquida- 
tion Bureau about the World Mutual. 

If the situation were not so serious the 
stock selling literature of the American 
Capitol, which claims “the broadest in- 
surance charter ever issued anywhere in 
the nited States” would be laughable. 
It is filled with the stereotyped pro- 
moter’s lingo of great profits to be made 
because the management of the company 
and the board of directors will be in- 
surance people “instead of gathering to- 
gether a number of prominent business 
men in various lines who know nothing 
about insurance.” Stock is offered at 
$12 a share, $2 of which will go for ex- 
penses. The literature seriously states 
that no insurance agent will be permitted 
to subscribe for more than 2,500 shares. 
In other words, no agent Can invest more 
than $30,000. In the company. 


The headquarters of the American 
Capitol are in the Woodward Building, 
Washington. 

The American Capitol promoters in- 
serted in a New York daily paper the 
following ad in large type: 

“Real live salesman wanted to close 
leads for sale of stock of new insurance 
company, one who has been, or is, an 
agency man, preferred. Write full 
qualifications. American Capitol In- 
surance Company, Woodward Building, 
Washington, D. C.” 


‘ 
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Insured 





Millions of’ people in millions of homes are wrapping 
millions of Christmas packages. Neckties and socks, sweets 


and goodies, silken parasols and filmy underthings will be 
sent from friend to friend. 


Christmas gifts, as well as all other mail packages, should 
be insured. It is so easy to insure parcel post packages the 
Ohio Farmers way. Just make a brief entry on a stub, tear 
a little coupon from the handy Ohio Farmers book, wrap the 


coupon in the package, and its safety is insured. 


Tell your friends and clients about this easy way to 
insure a Merry Christmas. They will thank you. 


The picture above shows how easy it is to insure mail packages 
the Ohio Farmers way. It can be done with comfort at home. No 
\ need to stand in line at the post office. 


Ohio Farmers Insurance Company 
Organized 1848 - - LeRoy, Ohio 
E. K. Schultz & Company 


GENERAL AGENTS 
4th and Walnut Streets 


PHILADELPHIA, PA. 


W. L. Perrin & Son 
METROPOLITAN AGENTS 
75 Maiden Lane 


NEW YORK, N. Y. 
H. M. Dinsmore & Company 


GENERAL AGENTS 
22 Leidesdorff Street 


SAN FRANCISCO, CALIF, 





LIGHTNING 

MOTOR CARGO 

TORNADO 

PARCEL POST 

GAS EXPLOSION 

TOURIST BAGGAGE 
SPRINKLER LEAKAGE 
RENT AND RENTAL VALUE 


USE AND OCCUPANCY 
OR 


BUSINESS INTERRUPTION 


AUTOMOBILE: 
FIRE 
THEFT 
COLLISION 
WINDSTORM 
PROPERTY DAMAGE 
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America Fore Group 
Promotes J. R. Wilbur 


HEAD OF WESTERN DEPARTMENT 








Made Vice-President of Three Compan- 
ies; E. A. Henne Joint Secretary; 
Many Other Promotions 





The board of directors of the Amer- 
ican Eagle, Continental, and the Fidel- 
ity-Phenix at their meetings yesterday 
made J. R. Wilbur, who has been vice- 
president of the Continental and for a 
number of years in charge of that com- 
‘pany’s Western department, vice-presi- 
dent of all three companies, and gave 
him supervision of the joint three com- 
pany department in Chicago. E. 
Henne, secretary of the American Eagle 
and manager of the Western department 
of that company was made secretary 
of all three. 

E. W. Hotchkin, Fred D. Hougham, 
and Olaf Nordeng, assistant secretaries 
of the Continental, Fidelity-Phenix and 
American Eagle respectively were made 
assistant secretaries of each of the 
three companies. M. E. Moriarty is 
already assistant secretary of the three 
companies and will continue in charge 
of the Western brokerage department. 
In addition, Paul C. Otte and J. W. 
Bethel were made agency superinten- 
dents. In the West as in the East the 
field forces of the three larger com- 
panies of the America Fore group con- 
tinue as independent units. 

Mr. Wilbur as head of the Contin- 
ental’s underwriting has well earned his 
broader position. He has been prom- 
inent on committee work and consis- 
tently a progressive force in the West. 
His appointment will meet with general 
approval. 

In the person of Mr. Henne, Mr. 
Wilbur will have an able second. The 
American Eagle has been growing in 
popularity throughout the territory han- 
dled by Mr. Henne. Even with the 
backing of a group such as the Amer- 
ica Fore group it is no mean task to 
advance the interests of a young com- 
pany in the highly competitive Western 
field. 

The farm department will be under 
the joint management of Elof Peterson 
and I. B. Goss. For each company to 
have the benefit of the judgment and 
experience of these two well known 
farm underwriters will be of value to 
the companies and their agents. 

The joint survey department will be 
the province of T. J. Scott, manager, 
and the hail department will continue 
under Jacob, Nelson. George W. Lilly 
is already in charge of a joint loss de- 
partment, which place he holds under 
the reorganization. 


Career of J. R. Wilbur 


Mr. Wilbur, vice-president, was born 
in Leeds, N. Y., in 1875, but his family 
moved to Chicago when he was five 
years old, and for the past thirty-five 
years he has made his home in Evans- 
ton, Illinois. Jie received the degree of 
mechanical engineer from Cornell Uni- 
versity in 1897 and entered the Con- 
tinental’s Western department in 1898 
later becoming department engineer. 
For a time he was stationed on the Pa- 
cific Coast as special agent. In 1908 he 
was again brought into the Chicago of- 
fice and in 1912 was made assistant sec- 
retary and in 1916 secretary.. In No- 
vember 1917 he was placed in charge of 
the Continental’s Western department, 
three years later being made second 
vice-president. This title was changed 
to vice-president in December 1922. 

E. A. Henne 

E. A. Henne, secretary, was born in 
1877 at Ft. Scott, Kansas, and was there 
brought up. His first insurance experi- 
ence was with a local agency in that 
city. Following this the National Union 
employed him as a special agent in 
Kansas and Oklahoma and for a short 
time he acted as local agent at Mus- 





Every Policy 
a certificate of integrity 
a guarantee of service 


a satisfactory security 


NORWICH UNION 


FIRE INSURANCE SOCIETY, LTD. 
75 Maiden Lane, New York 


Hart Darlington, Manager 
J. F. Van Riper, Branch Secretary 





EAGLE FIRE COMPANY 


of New York 
Incorporated 1806 


Hart Darlington, President 
J. F. Van Riper, Secretary 


75 Maiden Lane, New York 


The Oldest New York Insurance Company 


NORWICH UNION 


INDEMNITY COMPANY 
75 Maiden Lane, New York 


W. G. Falconer, President 
H, P. Jackson, Vice-President 


Fire, Tornado, Automobile, Sprinkler Leakage, Explosion, 

Rent, Use and Occupancy, Tourist Baggage, Riot and Civil 

Commotion, Liability, Burglary, Workmen’s Compensation, 
Accident and Health, Plate Glass. 


The Agent Who Seeks to Give Service 
Must Himself be Well Served 
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kogee. Subsequently he’ travelled in 
Oklahoma as special agent for the John 
R. Thomas General Agency of Dallas. 
In 1912 Mr. Henne came to the Con- 
tinnetal as executive special agent. 
From this post he became, on January 
1, 1921, secretary of the American Eagle 
in charge of that company’s Western 
department. 


E. W.. Hotchkin 
E. W. Hotchkin, assistant secretary, 
was born in Blue Island, Illinois, in 
January 1887. Mr. Hotchkin is an- 
other example of the customary proce- 
dure whereby the America Fore Com- 
panies advance those men which have 
grown up in their own organization. 
Following graduation from Armour In- 
stitute of Tcehnology in 1910 with a 
Bachelor of Science degree in fire pro- 
tection engineering, Mr. Hotchkin ac- 
cepted his first insurance position with 
the Continental as an inspector. His 
inspecting and engineering work has cov- 
ered all of the western union and Rocky 
Mountain territory. Later, he became 
examiner, then special agent, and in 
August, 1920, was appointed Agency Su- 
perintendent for the western department. 
In November, 1923, he was made Assist- 
ant Secretary of the Continental. 
F. D. Hougham 
F. D. Hougham, assistant secretary, 
was born August 24, 1883, at Des 
Moines, lowa. His first insurance ex- 
perience was with the general agency of 
Wilcox, Howell & Hopkins at Des 
Moines, Iowa, with which firm he started 
in 1904 as solicitor. In 1908 he became 
special agent for the Hawkeye Insur- 
ance Company in Iowa and in 1910 for 
the National of Hartford in the same 
city. In 1914 he became connected with 
the Fidelity-Phenix as state agent in 
charge of Pacific northwestern territory 
comprising of Oregon, Washington, Brit- 
ish Columbia and Alaska with headquar- 
ters at Seattle. He was transferred to 
the western office of the Fidelity-Phenix 
in Chicago in 1919, appointed agency 
superintendent in 1921 and assistant sec- 
retary in February, 1922. 
Olaf Nordeng 
Olaf Nordeng, assistant secretary, was 
born at De Forest, Wisconsin, on Feb- 
ruary 13, 1886. Following graduation 
from high school in that city he was 
connected with various newspapers until 
1909 at which time he accepted a posi- 
tion with the Wisconsin Mutuals. He 
went with the Minneapolis Fire & Ma- 
rine of Minneapolis in 1912 as a clerk 
and became examiner in 1914. In 1918 
the American Eagle took him in the po- 
sition of examiner and on February 1, 
1921 made him agency superintendent. 
In February, 1922 he was made assistant 
secretary of the American Eagle. 
Paul C. Otte 
Paul C. Otte, agency superintendent, 
was born in Chicago on December 15, 
1874. Mr. Otte is an old Phenix of 
Brooklyn man. He first started with the 
western department of the Phenix in 
1891. In 1895 he was made assistant 
examiner. In 1900, examiner, from which 
position he is now promoted to become 
agency superintendent. 
J. W. Bethel 
J. W. Bethel, agency superintenden’ 
was born on February 13th, 1891. He en- 
tered the employ of the Continental as 
examiner on June 29, 1917. From Octo- 
ber 1, 1920 to July 1, 1922 he was special 
agent of the Continental, and since that 
time he has been supervising examiner 
in the western department. Mr. Bethel 


is a graduate of the now famous Center 
College. 





FOUR MORE BOARDS IN LINE 

Local boards of fire underwriters at 
Jamestown, N. Y., Columbia, Tenn., 
Florence, Alabama, and Bakers Field, 
California, have within the last week 
given their endorsement to the Milwau- 
kee resolution of the National Associa- 
tion of Insurance Agents. 
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FIRE INSURANCE COMPANY 


111 William Street, New York 





January Ist, 1924 


ASSETS 
Bonds and Mortgages. . 
U.S. Liberty Bonds.... 


Government, City, Rail- 

road and other Bonds 

end Stocks... ..« 40,140,839.47 
Cashin Banks and Office 2,546,217.38 


Premiums in Course of 


COTISCHION on. cs ccce 8,482,604.96 


$493,500.00 
745,400.00 





Interest Accrued....... 365,938.44 

Reinsurance Recover- 
able on Paid Losses. 118,775.18 
$52,893,275.43 


Surplus to Policy Holders - $19,192,715.02 — 


LIABILITIES 





DE 6 écriaxvaciaases $3,500,000.00 
PIG ii cntiedinsadin 15,692,715.02 
Reinsurance Reserve... 19,763,165.41 

Losses in Course of 
Adjustment ......... 5,232,395.00 

Commissions and Other 
BE ct-cuaa maine 6,200,000.00 

Reserve for Taxes and 
Depreciation ........ 2,905,000.00 
$52,893,275.43 





E. C. JAMESON, Presiden 


LYMAN CANDEE 3: DB, aes 
Vice-President Vice-Presiden 
J. H. MULVEHILL | fue fe VOLKMANN 


Vice-Pres. and Sec. Local Secretar 


be H. ene orga A. H. —— 


ice-President == # # # __ Secretar 
es kL; ences = ms wae 
Secretary t. Secretary 


ee ee ee ee 


IE 


el TTT as 


am 








December 19, 1924 


oF meee 





sa THE EASTERN = 
UNDERWRITER 6 












Page 21 








Those Commissioners! 
Scrappy Days Are Over 


MOST POLITE TO EACH OTHER 





Hermann Leonard, Newspaper Reporter, 
Compares Last Week’s Sessions 
With the “Good Old Days” 


from a journalistic standpoint the In- 
surance Commissioners’ Convention has 
fallen on evil days. Not nearly so excit 
ing as formerly. And that was what was 
in the mind of that shrewd and canny 
news hound, Hermann Leonard of the 
“Journal of Commerce,” when he came 
up to a representative of THe Eastern 
UNDERWRITER after the convention and 
registered this hard, resounding kick: 

“What do you think of those fellows?” 
he grouched. “Here | have been cooling 
my heels and sitting through their meet 
ings for half a week and they haven't 
been turning out as much copy as any 
cub reporter could dig up in a_ ten 
minutes trip to the Weather Bureau or 
the Morgue. Outrageous, I call it. Well, 


I remember the good old days when 
down at the J. of C. we were sorry the 
insurance page was not twelve columns 


wide so we could find space to crowd in 
all those hot and spicy committee re- 
ports and oratorical speeches about only 
Lord knows what.” 

Here Mr. Leonard paused for breath. 

“Why don’t you remember that fellow 
Moore from Ohio?” he continued. “He 
was always. starting something. And 
that fiery chap Ekern of Wisconsin who 
has the same first name as I have? He 
was a red-headed ‘son of a gun’ with one 
eve on the audience. the other on his 
opponent, and both of them on the 
newspaper table. There ‘were good 
fighters from Kansas and Illinois and 
half a dozen other states. Never once 
did anv of those fellows come to New 
York without something doing. 

Too Much Entente Cordiale 


“But look at it now. Who's the in- 
surance commissioner from Illinois to- 








Pennsylvania. 
Replies confidential. 





Pennsylvania Field Man 


American company desires experienced field man for 
State experience and salary expected. 


Box 1011 
The Eastern Underwriter 
86 Fulton Street, New York 

















Who's the 
from kansas? 
Who's the insurance 
commissioner from Ohio? Blamed if 
1 know. They never uttered a sound. 
There: are no bloody battles nowadays 
between the commissioners, none of 
those. snappy retorts that once made 
such good stories for the reporters. They 
put a good follow like this little Wells of 
Minnesota in the chair, and if he doesn't 
like what some other commissioner does 
or says, he winks at some of the boys in 


dav? Blamed if I know. 
insurance commissioner 
Blamed if I know. 


the audience. Winks, mind you—and 
how can you write a story about a 
aS ° 

wink ? 


Growing more eloquent Mr. Leonard 
continued with his reminiscences: 

“But even if they did indulge in a lot 
of repartee in the old conventions there 
were the ‘Alphonse and Gaston’ 
commissioners. What a real gentleman 
Burton Mansfield was—the _ stately, 
diplomatic, polished commissioner from 
Connecticut, a lawyer who collected oil 
paintings on the side. His influence per- 
meated the whole convention when he 
arose, and if he were in a debate, even 
fom Donaldson of Pennsylvania would 
vrow mild and not be so biting and sar- 


also 


castic. It was really a treat. The Con 
necticut commissioner would, disagree 
with some one, but would do it so 


politely. ‘If the gentleman from Penn- 
sylvania will permit me,’ he would start. 
‘While | am in accord with some of his 
minor premises, I am against his major 
premises, and etcetera. Thereupon, 


Tom would get up—the very same Tom 
who just a few moments before was 
pouring all his wit and ‘sassbox’ stuff on 
one of those Western commissioners- 
and he would say: ‘l very much appreci- 
ate the careful exposition of the facts 
so, eloquently delivered by the gentleman 
from Connecticut, but if he will pardon 
my taking issue with him, | would like 
to present my viewpoint, etc.’ Those who 
knew Tom could hardly believe their 
eves. Then up would jump Jesse Phil- 
lips, himself a serapper from  Scrap- 
perville, and would disagree with 
both, but as if honey were dropping 
from his mouth. It was the gentleman 
from Connecticut, this, and the gentle- 
man from Pennsylvania, that, and 
everybody, after the meeting, would go 
up and invite the commissioner from 
Connecticut up to their rooms for a 
drink, all of which invitations he would 
respectfully decline saying he had an 
engagement with the Metropolitan 
Museum of Art or down at Scribner’s 
book store. 


“Now, all is changed. | 
Commissioner's 


can cover a 
Convention with five 
minutes of typewriting and a good bottle 
of mucilage to paste up the carefully 
worded and very polite reports.” 
comments from 
the fact that the commissioners practi- 
cally did not cover any fire or casualty 
subjects at their meetings last week. It 
was mostly life insurance. 


Mr. Leonard's arose 





Bodwell To Retire; 
A Picturesque Figure 


IN THE BUSINESS SINCE 1866 





Friend of Former Lord Mayor of Lon- 
don; Will Take a Well-Earned 
Vacation 


The action of the New York Fire In- 
surance Exchange, effective the first of 
the year, in retiring on a pension (half 
pay) George B. Bodwell, manager of the 
Brokerage Department, will remove one 
of the most picturesque figures of Wil- 
liam Street. After a lifetime spent in 
the fire insurance business Mr. Bodwell 
will take a well-earned rest in which 
hunting and fishing and other outdoor 
activities will play a part. 

‘No valedictory interviews,” he said to 
a reporter for THe EAstern UNDER- 
WRITER, courteously but firmly. 

At the same time this retirement is 
worth more than a passing paragraph. 
Mr. Bodwell has been in the fire insur- 
ance business since March, 1866. At one 
time he had a connection with the old 
City of London Insurance Company, the 
chairman ot the Board of which, Sir 


Henry Knight, who later became Lord 
Mayor of London, paid a number of 
visits to this country. It retired from 


doing business in the United States some 
vears ago. Sir Henry Knight and Mr. 
Bodwell became warm personal friends. 
For years Mr. Bodwell, immaculately 
dressed, handsome and striking in car- 
riage, was one of the best known figures 
on Fifth Avenue, as he made it a prac- 
tice after work to walk home along the 
avenue. 

About a quarter of a century ago Mr. 
3odwell went with the New York Fire 
Insurance Exchange, became manager of 
the Brokerage Department, did his job 
faithiully and well, and of late years did 
not mix much with the fire insurance 
people outside of business. 





tation all will admit. 
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A. G. MARTIN, Manager. 


THE NORTHERN 


ASSURANCE COMPANY 


LIMITED OF LONDON 


“STRONG AS THE STRONGEST”’ 


Its managers in the United States are jealously guarding the interests of this Great 


knowing that they are thoroughly protected. 


© Company can be upstanding and just in all its dealings for eighty-eight years and not enjoy a 
deserved reputation among representatives and customers. That the NORTHERN has such a repu- 


Company that has never failed in justice, even to generosity, whatever the emergency. 


Wherever you find NORTHERN representatives, there you find contented agents with clients satisfied in 


Assets, $9,025,827.79. Liabilities, $6,522,024.17 
Surplus in U. S., $2,503,803.62 


LOCAL DEPARTMENT 
55 John Street, New York 


J. V. LANE, Ass’t Mgr. 


C. W. COOPER, Ass’t Mgr. 


AGENCY DEPARTMENTS 


Northern Assurance Building, 
135 William Street, New York 


J. D. ERSKINE, Gen’l Agent 
| WM. H. McGEE & CO., INC., Marine Underwriters, U. S. A., 15 William Street, New York 
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KENNEDY ELECTED PRESIDENT 
Former Vice-President of Fidelity- 
Phenix to Head Buffalo After 


January 1 


suffalo, N. Y., Dec. 16—John G. 
Wickser, president of the Buffalo In- 
surance Company since 1907, has re- 
signed to become chairman of the board 
of directors, and Sidney R. Kennedy, 
former vice-president of the Fidelity- 
Phenix of New York, will succeed him as 
president. This action was taken at a 
meeting of the board of directors of the 
Buffale company today, and the new 
officers will take over their positions 
January 1. 

The company’s official statement says 
that the steady growth of business ha: 
made advisable increasing the adminis 
trative forces and adding a man of Mr. 
Kennedy's caliber to the organization. 
Mr. Wickser relinquishes the office of 
president at his own request in order 
that he may give special attention to 
investments and finance. Mr. Kennedy 
will have charge of the general adminis- 
tration. 


BROOKLYN BROKERS TO MEET 
Beha, Sohmers, Sadtien Carswell, Senator 
Love and Others to Speak at Banquet 
January 15, 1925 


The Brooklyn Insurance Brokers As- 
sociation will hold its annual banquet 
January 15, 1925, at the Hotel Bossert. 
This affair is one of the largest and most 
important insurance gatherings held each 
year in Brooklyn and attracts leaders in 
many lines of business outside of insur- 
ance. The dinner in January of this year 
was attended by one of the biggest 
crowds that has turned out so far for 
this annual occasion. 

James A. Beha, insurance superintend- 
ent of New York, will be the chief 
speaker at the forthcoming dinner. Other 
distinguished speakers and guests will in- 
clude Leonard A. Saunders, secretary of 
the New York Insurance Federation; 
Arthur S$. Sohmers, president of tne 
Brooklyn Chamber of Commerce; Jus 
tice Wm. B. Carswell of the New York 
Supreme Court; Dr. William Love, New 
York State Senator; John H. McCooey, 
Democratic leader in Brooklyn; and 
Jacob A. Livingston, Republican leader 
in Brooklyn. 

John ). Canning, president of the As- 
sociation, who has done much to help 
insurance in Brooklyn, will preside at 
the beginning of the meeting and then 
turn it over to Louis H. Goldstein, coun- 
sel of the Association. Mr. Goldstein 
will act as toastmaster during the 
speechmaking, 


H. C. YOUMANS RESIGNS 

H. C. Youmans has resigned as special 
agent of the brokerage department of the 
Hartford Fire, and the company has 
placed F. W. Richter in charge of the de- 
partment until future plans are de- 
veloped. Mr. Richter has been connected 
with the department for several years 
and is thoroughly familiar with the re- 
quirements of the office. Mr. Youmans 
plans for the future have not been an- 
nounced yet. 


COMPANY CUTS CAPITAL 

The General Reinsurance Company of 
England in reducing the paid-up capital 
of the company from 17 shillings six- 
pence. a share to seven shillings six- 
pence a share, admitted that it had lost 
money on American casualty business 
in addition to marine business written 
everywhere. A Munich, Germany, re- 
insurnace company saved the General 
from voluntary liquidation by purchas- 
ing a large block of shares. 


CONNEW AND FORBUSH BACK 

F. Connew, foreign manager of the 
Royal Exchange Assurance, and United 
States Manager Forbush returned to 
New York this week from a trip to 
various parts of the country. 





Springfield F. & M. 
Forms New Company 


(Continued from page 15) 
not been elected to office in the new 
company will receive nomination and 
election to positions in the Sentinel Fire 
Insurance Company. 

Geofge G. Bulkley was elected presi- 
dent at the meeting this week in the 
offices of the parent company. The 
other officers are: Vice-president, Wal- 
ter B. Cruttenden; secretary of the cor- 
poration, Edwin H. Hildreth; assistant 
secretary of the corporation, Carroll L. 
Garnett; treasurer, Francis H. Williams; 
secretary, William Hebert. 

The incorporators of the new company 
are James L. Pease, William A. Harris, 
Frederick Harris, Emerson G. Gaylord, 


George G. Bulkley, Henry A. Field, 
John W. B. Brand, Melvin D. South- 
worth, Francis H. Williams, Walter B. 
Cruttenden, Edwin H. Hildreth, William 
Hebert and Carroll L. Garnett. 

The folowing directors were elected 
by the incorporators: James L. Pease, 
William <A. Harris, Frederick Harris, 
Emerson G. Gaylord, Henry A. Field, 
John W. B. Brand, Melvin D. South- 
worth and George G. Bulkley. 

Mr. Bulkley, elected president of the 
Sentinel Fire, joined the Springfield 
forces in 1911 as special agent for West- 
ern New England. He was elected assist- 
ant secretary of that company in 1912; 
second vice-president in 1917, and vice- 
president in 1919. He succeeded A. Wil- 
lard Damon as president in January of 
this year. 

Walter B. Cruttenden, elected vice- 
president, joined the Springfield in June, 
1912. In March, 1919, he was elected to 


the position of assistant secretary, which 
was followed by his appointment as vice- 
president of the company last January. 

William A. Hebert, elected secretary, 
entered the employ of the Springfield 
as an office boy in 1904 and worked in 
the various departments until 1913, when 
he was sent to the state of Pennsylvania 
as an inspector. In 1918 he was appointed 
a general agent of the company, and in 
1919 elected assistant secretary. On 
February 14, this year, he was elected 
secretary of the company. 





Business men will be interested to 
know that the records of burglary insur- 
ance companies show that one-third of 
offenders under the law who are sen- 
tenced to state prisons have been con- 
victed of burglary, theft or larceny. An- 
other 43 per cent were guilty of violence 
to people, with robbery or hold-up as 
the chief motive —“The Live Oak.” 
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’Round-the-World flyers landing between the Orkneys and Iceland. It was 
here that Lieutenant Wade’s plane fell into the sea. (P. & A. Photo.) 


ie THE routine course of business the Fireman's 
Fund insured the Douglas aeroplane plant where 
the ‘round-the-world air cruisers were built. Thus 
fire insurance played its part, even if a small part, 
in an event that will go down in history. (But 

all history is not made up of such dramatic 


FIREMAN’S FUND 





153 





achievements as the first air voyage around the globe. 
More important history is written day by day in 
our commercial and industrial progress. Here fire 
insurance figures prominently, for back of all hu 

man endeavor will be found the supporting hand 
of sound insurance. 


INSURANCE COMPANY 


SERVING A VITAL COMMERCIAL NEED HONESTLY, ADEQUATELY AND ECONOMICALLY 
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Western Union Agrees 
To St. Louis Changes 


MEETING HELD IN CHICAGO 





New Hail Form Adopted by Western 
Association; Harding Heads 
Oil Association 





A special meeting of the Western 
Union was held in Chicago Monday at 
which the governing committee was 
authorized by unanimous vote to com- 
plete the legislation made necessary by 
the agreement reached recently between 
the governing committee and the St. 
Louis agents. The action was to be 
taken following the special meeting of 
the Western Insurance Bureau on 
Thursday as some changes were prob- 
ably to be made at that time, mainly in 
regard to the method of calculation of 
the contingent commissions on_ profit. 
Several officials were present from the 
east, including: R. P. Barbour, of the 
North British and Mercantile; Walter 
L. Maillot, of the Phoenix of London; 
John H. Packard, of the London Assur- 
ance; R. L. Tanner, of the New York 
Underwriters; R. R. Stone, of the Auto- 
mobile; J. A. Mavon, of the Glens Falls, 
and F. W. Bowers, of the Phoenix of 
Hartford. 

a 
New Hail Form Endorsed 


At the annual meeting of the Western 
Hail and Adjustment Association held in 
Chicago Tuesday the new policy form 
and new application form as recom- 
mended by the advisory committee, in- 
formation on which had previously been 
distributed for the members’ study, were 
endorsed after minor changes. It was 
also decided that the executive commit- 
tee should organize a co-operative loss 
adjustment bureau in Nebraska where 
the loss ratio has been unusually severe; 
if successful there the plan may be ex- 
tended to other states. Officers were 
elected as follows: President, Walter 
D. Williams, Security of New Haven; 
vice-president, George H. Bell, National 
of Hartford; secretary, W. H. Lininger, 
Springfield Fire and Marine. 

The advisory and executive committee 
members are to be appointed by the 
president. Fifty of the sixty-eight com- 
pany members of the association were 
represented at the meeting. 

oe 


Heads Oil Association 


J. C. Harding, of the Springfield Fire 
and Marine, was elected president of the 
annual meeting of the Oil Insurance As- 
sociation held Wednesday in Chicago 
and Waite Bliven of the Firemen’s of 
Newark, was named as vice-president. 
Reports showed last year to have been 
profitable and indications are that the 
coming year will be fair. 


Starkweather & Shepley 
Become Local Fire Agents 


The firm of Starkweather & Shepley, 
Inc., of Providence, R. I., announces its 
intention of retiring from the general 
agency business after many years of 
successfully representing a large num- 
ber of insurance companies. Consequent 
upon the action of the firm, E. G. Pieper, 
president of the Rhode Island Insurance 
Company and the Merchants Insuranc: 
Company, both of Providence, will 
tender his resignation as vice-president 
and underwriting manager of the Stark- 
weather & Shepley organization. Mr. 
Pieper then, anticipates assuming the 
United States managership of the Union 
of Paris and the Abeille of Paris, which 
are now represented by Starkweather & 
Shepley. The two aforementioned com- 
panies will be handled by Mr. Pieper in 
addition to his work with the Rhode 
Island and the Merchants. 

_ Starkweather & Shepley intends con- 
tinuing its representation of one or all 
of the previously mentioned companies 
in its local agencies at Providence, Bos- 
ton and Chicago, and John F. Huntsman, 
Jr., president of the firm, will continue 
in his present capacity of supervising the 
brokerage business. 


























Personal Jewelry and Furs 


“ALL RISK” cover against loss or damage 
wherever located and in any situations— 


Broad, liberal form. Rates Attractive. 


MARSH & M°LENNAN 


175 West Jackson Blvd. 
CHICAGO 














NEW HULL AGREEMENT 
Went Into Onevetion December 1 In 
England; Will Eliminate Several 
Irregularities 


London, Dec. 10—The new Hull Agree- 
ment came into operation on December 
1. By this new joint Hull Agreement 


underwriters agree to insist on the Insti- 
tute time clauses, unaltered, in the case 
of liners and tramps of whatever flag, 
unless it has been the custom in the past 
to grant owners special clauses, or, in 
the case of foreign vessels, recognized 
foreign conditions. New _ insurances, 
other than those on special owners’ 
clauses, or recognized national clauses, 
will be subject to the Institute time 
clauses, unaltered. 

This agreement will have the effect 
of altering several irregularities which 
have been allowed to creep into the hull 
business of late. Already there are in 
existence agreements insisting on the dis- 


bursements clause, prohibiting lying up 
returns of less than thirty-day periods, 
and making it imperative to retain the 
three-fourths running-down clause. The 
new agreement is really an extension of 
the principle laid down by these agree- 
ments, and will have the effect of stand- 
ardizing the London policy, without in- 
terfering in any way with insurances in 
which the owner’s particular trade 
necessitates special insurance conditions. 
Moreover, in recognizing the policy con- 
ditions of foreign markets, which are 
often less beneficial to the assured than 
the Institute clauses, the agreement en- 
ables the London market to retain for- 
eign connections which have been built 
up largely because the London market 
is able to offer insurance to foreign ship- 
owners on the terms which are customary 
in their own insurance market. 

The agreement has been accepted by 
the London and Liverpool companies in- 
terested as well as by Lloyds under- 
writers. 











London & Lancashire Insurance Co., Ltd., 
OF LIVERPOOL, ENGLAND 





Law Union & Rock Insurance Co., Ltd., 


OF LONDON, ENGLAND 





Orient Insurance Company, 
OF HARTFORD, CONN. 





Eastern Department 
Hartford, Conn. 





Safeguard Insurance Company, 
OF NEW YORK 


Western Department 
Chicago, Ills. 


Pacific Department 
San Francisco, Cal. 





Their Home Uninsured 


It'll be a grim, cheerless Christ- 
mas this year for the Sullivans of 
South Orange, N. J. 

Homeless, well nigh penniless, 
without even a stock of furniture, 
they are thrust into the world, 
father, mother and four children, 
with only the clothes on their 
backs, by a fire which destroyed 
their home, the gardner’s residence 
on the estate of Mrs. Andrew C. 
March, early yesterday morning. 

Not even the most optimistic 
Celtic temperament could find a 
vestige of compensation in the 
trick of fate which, a fortnight 
before the gladdest day of the 
year, robbed them of the loved 
piano of May, eldest of the Sulli- 
vans, a student at St. Vincent’s 
Academy, though the younger Sul- 
livans, ranging in age from eight 
to five, counted the loss of their 
toys more disastrous. 

The Sullivans carried no insur- 
ance on their property. 

How often we scan our daily 
newspapers only to read that some 
person’s home has been complete- 
ly destroyed by fire. 

Instinctively the first thought 
that occurs to us is “Was he in- 
sured?” What is your reaction as 
you read this article? 

Picture to yourself a happy 
home with all modern convenien- 
ces and then to the horrible con- 
sequences if you were to lose this 
lifetime possession all in the 
twinkling of an eye by fire. 

In the foregoing article you will 
note (uninsured), and coming at a 
time when everyone looks to 
happiness and contentment imbued 
with the Xmas _ spirit. Four 
children—a home with a fireplace 
to hang up the stockings and 
await the arrival of Santa. What 
is left? 

What right has this man—as a 
moral duty to himself and_ his 
family—to neglect such a tremend- 
ous responsibility that to him 
seemed so trivial. 

Are you in the same position as 
this man was; too blind to see the 
falacy of adequate fire insurance, 
which should be prized as much as 
a bank book. 





























A. Hyman & Sons Agents for 
St. Paul for Inland Marine 


A. Hyman & Sons, 80 Maiden Lane, 
have been appointed inland marine 
agents for the St. Paul Fire & Marine 
for the writing of “all risk” personal 
jewelry and fur floaters, tourist floaters, 
salesmen floaters and fur garment 
policies. A. Hyman & Sons will issue 
their own adjust 
losses and claims will be paid in their 
The firm has a large follow- 
ing in the East and South and is ex- 


policies, their own 


own office. 


pected to write a considerable volume 
of these inland marine lines for the St. 
Paul. 


FIGHTS COMPULSORY COVERS 

At its annual meeting last week the 
Automobile Club of Rochester adopted 
a resolution opposing compulsory auto- 
mobile insurance. If such legislation is 
Albany this session the 
club will wage an aggressive fight 
against it. At the same meeting State 
Tax Commissicner Graves declared that 
the Rochester club was an important 
factor in putting the operators’ license 
measure on the statute books. 

The Rochester club has more than 
8,000 members and is rated as one of the 
most aggressive organizations of its 
kind. 
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Lawson Purdy Talks 
On City Planning 


BEFORE INSURANCE SOCIETY 
Wise Regulation Great Help in Con- 
gested Areas for Reducing Losses to 


Life and Property 


Purdy, commecwed with the 
Russell Sage Foundation, and an expert 
on city planning, spoke on that subject 
and its relationship to insurance at the 
recent dinner meeting of the Insurance 
Society of New York. [Extracts from 
his talk follow: 

“City planning is the public regulation 
of land, public and private. ‘There is a 
vital relation between city planning and 
insurance. Insurance of all kinds is a 
method of co-operation by which burdens 
are borne and losses shared by all the co- 
operators in an agreed proportion. Some 
co-operative societies organized to enable 
the members to buy the best goods at the 
lowest price have been very successful. 
Some have failed. Many societies or- 
ganized to enable their members to accu- 
mulate funds and procure loans for home 
building have been successful. 

“Insurance is not commonly thought ot 
as a co-operative enterprise, but it is, just 
as fully as the co-operative Society of the 
Rochedale Weavers. It is really imma- 
terial whether the insurance society is or- 
ganized as a mutual association or as a 
stock corporation. The essence of it is 
the same. A society for the insurance of 
lives, when reduced to its simplest terms, 
is an agreement on the part of the insured 
that those who live shall care for the de- 
pendents of those who die. A society for 
insuring against fire is the same in prin- 
ciple as the informal agreement by pioneer 
farmers that if a barn burns down the 
neighbors will take time from their own 
work and rebuild the barn. 

“These simple principles of co-operation 
have been applied to cover almost every 
kind of loss and accident, and on almost 
any terms that anyone may prefer. ‘The 
cost of any form of insurance to those in- 
sured depends upon the losses. If the 
death rate is high, burden of caring for 
dependents is heavy. If many buildings 
burn, the cost of replacement is high. If 
traffic accidents are numerous, the cost of 
indemnifying those injured is great. 

“Wise city planning can reduce the 
death rate and the number of destructive 
fires and the number of traffic accidents 
and the number of industrial accidents and 
thereby reduce the cost of insurance 
against nearly all losses. City planning 
can do all this by the beypilation of public 
land and the use of private land. City 
planning cares for a proper layout of 
streets and open spaces to care for traffic 
and by the proper spacing of wide boule 

vards prevent the spread of fire just as 
forest fires are checked by fire breaks, 
open spaces cut through dense forests. 
The public regulation of private land is 
accomplished by zoning ordinances and 
building codes. A zoning ordinance should 
provide that buildings shall not be too 
high nor cover too much ground in pro- 
portion to the street space provided for 
pedestrians and vehicles. Such —_ itions 
should require adequate light and air for 
every building for the health and saute 
of all users and the protection of the equal 
rights of all owners. ‘The zoning ordi- 
nance must control the use of buildings to 
insure a harmonious development essential 
to the convenience, health and safety 
against fire of the occupants. 

“The wise regulation of the use of public 
land and the regulation of the use of 
private land by zoning ordinances and 
building codes can decrease the death rate 
from all causes, decrease the losses by fire 
and accident, and increase the health, hap- 
piness and general welfare of all the 
people.” 


] <aWd01] 





NEW BROKERAGE CONCERN 

Anderson Brokerage Corporation, N. 
Y. City, has been chartered at Albany 
with a capital of 200 shares to deal in 
insurance. Henry Anderson, New 
Rochelle, M. I. Elkin, and L. I. Fink, 
1451 Broadway, N. Y. City, are the di- 
rectors aud subscribers. Harry Harris, 
N. Y. City, is attorney for the corpora- 
tion. 


$50 PRIZE IS OFFERED 
By A. Rendtorff For Best Paper Sub- 
mitted in 1925 on Practise, of 
Treaty Reinsurance 
Details of the conditions governing the 
prize to be awarded annually by A. 
president of Sterling Offices, 
Ltd., of New York, for the best article 
on reinsurance through the 
Society of New York have been made 
public. The prize will be fifty dollars. A 
definite phase of reinsurance will be as- 


Rendter ff, 


Insurance 


signed as a subject each year. The sub- 
ject for the year 1924-25 is Treaty Rein 
surance (fire). 

The Prizes Committee of the Society 
has decided upon the following stipu- 
lations to govern the award of the prize 
for the vear 1924-25: 

1. A prize of fifty dollars to be 
awarded for the best paper submitted on 
the history, principles, and practice of 
(fire); the subject 
to be treated from the point of view of 
the ceding company as well as the re- 
insurer 


Preaty Reinsurance 


2. Length to be not less than 5,000, 




















ROSSIA INSURANCE COMPANY | 
OF AMERICA 


FIRE REASSURANCE COMPANY 
OF NEW YORK 


AMERICAN FIRE INSURANCE 


CORPORATION 
OF NEW YORK 


UNION RESERVE INSURANCE CO. 
OF NEW YORK 


REINSURANCE 
, HARTFORD, CONNECTICUT 
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nor more than 10,000 words. 
to be tvpewritten. 


All papers 


3. The competition to be open to all 
members of the Society of 
New York. 

4. The prize winning paper to be 
printed and distributed to all members 
by the Society. 


Insurance 





5. Papers to be submitted not later 
than May 1, 1925, and the prize to be 
awarded at the fall meeting of the 
Society in 1925, 

6. The Prizes Committee at its dis- 
cretion may award no prize unless a suf- 
ficient number of papers are submitted 
and unless papers are of sufficient merit 





to warrant the award. 





I* 1849, Dr. W. F. 


Prof. Moses G. larmer, 


an old church clock. Prof. 
superintendent of the Boston 


installed by the city. 
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EPISODES 


Channing, of Boston, and 


perfected the first fire alarm telegraph, using 
electro magnets and the striking mechanism of 


fire alarm system 
in 1851 and in 1852 his telegraphic system was 


In 1855, John N. Gamewell, of South 
interested in the invention, 
and, after buying patent rights for the South, 
spent the rest of his life in its promotion. 
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SPRINGFIELD FIRE & MARINE INSURANCE CO. 


SPRINGFIELD, MASSACHUSETTS 
‘ 1849 --~ 1924 = tieE eee 
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he FORTIES 


Reviewing events which occurred during the period when the 
Springfield Fire & Marine Insurance Company 


delphia adopted the new 
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Urges Laws to Bar 
Unadmitted Insurers 


REPORT TO. MASS. LEGISLATURE 





Insurance Commissioner W. E. Monk 
Suggests Other Changes on 
Foreign Companies 
Wesley E. Monk, insurance commis- 
sioner of Massachusetts, has recommended 
to the forthcoming session of tk. legis- 
lature in his state, which will meet at the 
opening of the new year, certain changes 
in laws governing foreign insurance com- 
panies. One Proposal would extend the 
law to make it illegal to solicit insurance 
with unlicensed insurers and to punish 
agents of unlicensed companies, and an- 
other urges that it it be necessary for all 
foreign companies admitted to Massa- 
chusetts to notify the insurance lepart- 
ment of charter changes at the home 
office. Still another recommendation deals 
with the receivership proceedings against 

domestic companies. 

Following are the changes suggested by 
Mr. Monk in his report to the state legis- 
lature : 


Solicitation and Negotiation of Insur- 
ance in Unlicensed Companies 


1. Section 160 should be amended as 
follows: 

(a) This section does not now prohibit 
the solicitation of residents of the Com- 
monwealth to accept policies in unlicensed 
foreign companies. A person may solicit 
insurance in an unlicensed foreign stock 
or mutual company with impunity. He 
apparently commits no offense unless a 
policy is in fact negotiated. 

Cases have occurred in which it ap- 
peared that a person had solicited insur- 
ance but where there was no evidence of 
an overt attempt to negotiate or an actual 
negotiation of a policy. Chapters 176 and 
177 annex a penalty on any person who 

solicits membership or insurance in un- 
licensed fraternal societies or assessment 
companies. It is difficult to perceive any 
sound reason for prohibiting solicitation 
in respect to unlicensed fraternal so- 
cieties and assessment companies and not 
in respect to unlicensed foreign stock or 
mutual companies. This provision of 
chapter 176 and 177 is entirely sound and 
should be extended to all unlicensed in- 
surers. 

(b) This section now penalizes one who 
“for a person other than himself” nego- 
tiates a policy in an unlicensed company. 
These words make this section decidedly 
defective as they possibly limit its appli- 
cation to a person acting as agent of the 
insured and seemingly permit an agent of 
an unlicensed company to escape its pen- 
alty. It is highly important that this sec- 
tion be amended to penalize any agent 
or representative of an unlicensed com- 
pany. 

(c) Section 168 provides for the licen- 
sing of special brokers who are empowered 
to negotiate certain classes of insurance in 
unadmitted foreign companies. The in- 
hibition of section 160 appears to compre- 
hend a duly licensed broker who might 
secure policies in an unlicensed company 
through a duly licensed special broker act- 
ing under section 168. There is no good 
reason why a duly licensed broker should 
not be allowed to deal with an authorized 
special broker, and this section should be 
so amended. 

2. Section 171 renders an insurance 
agent personally liable on any policy he 
negotiates in an unauthorized company. 
The term “insurance agent” as used in 
this section undoubtedly denotes such an 
agent as defined in section 162. The pro- 
hibition in section 160 applies to any per- 
son whether technically an insurance agent 
or not. Section 171 does not apply to a 
broker or to other persons. It should be 
amended to apply to any person. 

3. Cases have occurred in which agents 
or representatives of unlicensed foreign 
companies have been holding themselves 
out as such to the public by means of 
cards, circulars, etc. Under section 175 


it is clearly illegal for an unlicensed per- 
son to hold himself out as an agent of an 
authorized company. There may be some 
question whether this section could be 
successfully invoked in the cases men- 


tioned. There is no valid reason to pen- 
alize an unlicensed agent of an authorized 
company who holds himself out as such 
agent and not an agent of an unlicensed 
insurer who cannot be licensed as such 
agent. Section 175 should accordingly be 
amended expressly to cover agents or 
representatives of unlicensed companies. 


Charter Amendments, Etc., of Foreign 
Companies 


There is no provision of law requiring 
foreign insurance companies to notify the 
commissioner of any increase, decrease, or 
impairment of the paid-up deposit capital, 
or requiring such companies to notify the 
commissioner of any amendment to their 
charters relative to the classes of business 
they may transact, or of a change in the 
location of their home office or the office 
of the United States manager or of any 
change of such manager or of its trustees. 
Nor is there any provision requiring for- 
eign mutual companies to notify the com- 
missioner in case of a reduction in their 
surplus or contingent assets below the 
minimum amounts specified for admission, 
or in the case of domestic mutual com 
panies of a cessation of business, when the 
amount of insurance in force or the num- 
ber of risks insured falls below the 
minimum amount required by law. 

A foreign stock company, for example, 
to transact fire and marine insurance in 
this Commonwealth must have the neces- 


sary corporate powers and 
capital of at least $400,000. If, after ad- 
mission, its charter should be amended to 
permit it to transact only fire insurance, 
or if its capital stock should be reduced 
to $200,000, it could not lawfully continue 
to transact both classes of insurance. 
case occurred recently in which a com- 
pany licensed here reduced its capital, thus 
foreclosing its right to transact both 
classes of business, of which fact the com- 
missioner was apprised only by chance 
and not by the company itself. 

Copies of process in actions against for- 
eign insurance companies must be sent by 
the commissioner to the last address of 
the company appearing on his records. It 
is obviously of much importance to the 
plaintiff and to the company that such 
copy be sent to the proper address. 

These instances plainly show the neces- 
sity of requiring notice of such matters to 
he given to the commissioner. 


a paid-up 


Receivership Proceedings 


Sections 7, 23, 74 and 93 of chapter 175 
require that certain insurance companies 
shall cease to issue policies under certain 
circumstances. It is not entirely clear 
whether the commissioner has the right 
to institute receivership proceedings 
against companies which have ceased to 
issue policies under the provisions of this 
section. This point should be clarified 
and section 6 of chapter 175 relative to re- 


ceivership proceedings should be specific- 
ally amended to provide that nothing in 
said sections and in section 92, amended as 
hereinafter recommended, shall prevent 
the commissioner from acting under said 
section 6. 

Section 90 which subjects mutual auto- 
mobile, liability and steam-boiler com- 
panies to the laws relative to mutual fire 
companies should be amended specifically 
to mention the officers and policyholders 
of such companies. Many obligations are 
in terms imposed upon the officers and 
members of a mutual fire company. 

Section 92 should also be amended to 
provide that companies subject to that 
section shall cease to do business when the 
number of risks or amount of insurance 
in force falls below the amounts specified 
in said section. 

A bill. covering these changes is here- 
with presented. 





ACCIDENTS IN PENNSYLVANIA 


The Department of Highways of the 
State of Pennsylvania reports that there 
were 393 persons killed and 9,228 injured 
in automobile accidents in Pennsylvania 
during the six months ending November 
1. These figures do not cover fatal acci- 
dents or injuries in boroughs. Of the 
deaths, 96 occurred on state highways 


and 297 in first, second and third class 
cities. 

















NEW YORK 








“Fire Proof’ 


is no excuse for inadequate insurance. 
proven time and again by the charred and tottering skele- 
tons of what had been “Modern Fire Proof Buildings.” 
For Conflagration plays no favorites. “Fire Proof” means 
little when exposed to the super-heated gases generated 
by a surrounding inferno. 


Preach adequate insurance protection. Remember how 
the Co-Insurance Clause will affect a partial loss if your 
client is under-insured. 


“‘Ask the American Eagle Special’’ 


AMERICAN EAGLE 


FIRE INSURANCE COMPANY 
EIGHTY MAIDEN LANE, NEW YORK.N.Y. 


ERNEST STURM 
Chairman of the Board 


CASH CAPITAL ,ONE MILLION DOLLARS 


- CHICAGO . 


SAN FRANCISCO 





This has been 


PAUL L. HAID 


President 
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Value Of Confessions 
In Proving Arson 


NOT CONCLUSIVE 


Direct Evidence Should Be Obtained 
to Support Confession in Case of 
Retraction, Says Scanlin 


EVIDENCE 


One of the most valuable talks de- 
livered before the annual meeting re- 
cently of special agents of the Arson de- 
partment of the National Board of Fire 
Underwriters, held at 76 William Street 
was that on confessions by James A. 
Scanlin. A confession is the most con- 
clusive and therefore the best possible 
evidence in a criminal case, according to 
the speaker, especially when insurance 
investigators are trying to prove arson 
or fraud in filing proofs of loss. 

“A confession to be of any value to 
the state in a criminal prosecution must 
of necessity be voluntary,” said Mr. 
Scanlin, “and our work is to get the de- 
fendant in a proper frame of mind 
where he will want to tell the truth. 
We all realize that a man should be en- 
couraged to tell the facts but that no 
promises should be made in an attempt 
to get at the truth. We should never 
lead a man to believe that it is to his 
personal interest to tell us the truth 
I believe the most important quality 
needed by an investigator is the ability 
to impress the prisoner with your own 
sincerity. He must first of all believe in 
you or he must be shown from facts and 
circumstances already developed that he 
can gain nothing by longer remaining 
mute. 

Confession Not Conclusive Proof 

“T believe that whenever a confession 
is obtained it should be reduced to writ- 
ing in as nearly the same language as 
the prisoner’s as possible. After receiv- 
ing a confession the prisoner should be 
taken by the investigator over the 
ground and he should explain, if he can 
be led to do so, every step he took in 
the commission of the crime. 

“The admissibility of a confession in 
a trial of arson is a subject of much in- 
terest to all of us. A confession of a 
defendant is not conclusive evidence 
that a crime has been committed and it 
is necessary to introduce some evidence 
of the corpus delicti in an arson case be- 
fore attempting to introduce the con- 
fession itself. ; 

“An interesting question often arises 
as to whether a confession by the de- 
fendant is sufficient proof of the corpus 
delicti, uncorroborated by other evi- 
dence, to support a conviction. The gen- 
eral rule on this point is that something 
more than the prisoner’s confession is 
absolutely necessary. 

“Full, direct, positive evidence, how- 
ever, of the corpus delicti is not indis- 
pensable. A confession wi!l be sufficient 
if there is such extrinsic circumstances 
as will, when taken in connection with 
the confession, establish the prisoner’s 
guilt in the minds of the jury beyond a 
reasonable doubt.” 


Evidence Must Be Presented 
“In the New York rule it is provided 


.in Section 395 of the Code of Criminal 


Procedure that the confession of the ac- 
cused ‘is not sufficient to warrant his 
conviction without additional proof that 
the crime charged has been committed. 
It will be observed that the Statute does 
not require that the confession itself be 
corroborated. It proves merely that 
alone it will be insufficient to warrant a 
conviction. The only additional proof 
which the Statute makes necessary to 
justify a jury in convicting a defendant 
who has confessed his guilt is that there 
shall be proof that the crime charged 
has been committed.’ There must be 
evidence in addition to the confession to 
prove that a crime has been committed 
and when the corpus delicti is proved by 
independent evidence, and the defendant 


has confessed his guilt, a case for the 
jury is made out and a conviction upon 
such testimony is warranted in law. 

“When is a confession voluntary? It 
would be improper to pass from the sub- 
ject of confessions without indicating 
with some definiteness what the courts 
have held to be voluntary confessions 
as distinguished from one obtained by 
compulston. Of course a confession ex- 
torted by physical violence or by threats 
of it, is not legally admissible in evi- 
dence. A voluntary confession is one 
that is not extorted by threats or vio- 
lence, or obtained by direct or implied 
promises. 

“There was a recent decision in the 
Supreme Court of Ohio to the effect 
that a confession was presumed to be 
voluntary and that the burden of proof 
was on the defendant to show otherwise. 
A confession when obtained should al- 
ways be taken by an investigator with 
the presumption that it will eventually 
be repudiated by the defendant who will 
allege that it was not voluntary. Every 
precaution should therefore be taken 
by the investigator so that he may be 
able to show improper methods were not 
resorted to in obtaining it.” 


BOSTON LECTURES 
Medlicott, Dana, Jones, Cairns and 
Others Among the Speakers; 

List of Subjects 


Those who will lecture in the Boston 
Insurance Library Association courses 
on fire insurances courses are: 


W. B. Medlicott, S. B., Worcester 
Polytechnic, former General Agent, At- 
las Assurance Co., Ltd., lecturer on in- 
suance at the Graduate School of Busi- 
ness Administration, Harvard University. 

Gorham Dana, S. B., Massachusetts 
Institute of Technology, Manager, The 
Underwriters’ Bureau of New England. 

M. F. Jones, Manager, The New Eng- 
land Bureau of United Inspection. 

William D. Milne, Supt. of Surveys, 
The Underwriters’ Bureau of New Eng- 
land. 

Frank B. Forbush, Esq., attorney, Bos- 
ton, Mass. 

A. B. Smith, Paisley Technical School, 
Scotland, engineer, N. E. Ins. Exchange. 

C. A. Howes, S. B., Massachusetts In- 
stitute of Technology, inspector, broker, 
Board of Fire Underwriters. 

E. T. Cairns, Manager, Eastern De- 
partment, Firemen’s Fund _ Insurance 
Company of San Francisco. 

H. P. Forbes, Armour Institute of 
Technology, special agent, Insurance 
Company of North America. 

These are the subjects: 

1. Fire Insurance Rating; principles 
and practice. 4 periods. Mr. Forbes. 

2. Fire Loss Settlements. 6 periods. 
Mr. Medlicott. 

3. Agency, Agency Law—Organization 
and Management. 4 periods. Mr. For- 
bush, Mr. Cairns. 

4. Fire Protection: Automatic Sprink- 
ler Equipments and Supervisory Ser- 
vice. 6 periods. Mr. Dena. 

5. Chemical Fire Hazards. 
Mr. Jones. 

6. Required Special Fire Hazards: 
Textiles and Textile Industries. 3 peri- 
ods. Mr. Milne. 

7. Elective Special Fire Hazards. (a) 
Rubber Mills. 2 periods. Mr. Smith. 
(b) Printing, Publishing and Binding. 
1 period. Mr. Howes. 

8. Legal Requirements: State Super- 
vision. 2 periods. Mr. Medlicott. 


3 periods. 


WHAT HYDE ASKS FOR 


Because of numerous failures result- 
ing under the town mutual law, per- 
mitting the formation of companies 
without capital or guarantee fund, In- 
surance Commissioner Hyde of Missouri 
will recommend the repeal of the law 
to the next legislature. Other recom- 
mendations by the Insurance Commis- 
sioner will be for the passage of a 
fire mutual law, a liberal workmen’s 
compensation law and an agents’ quali- 
fication bill. 


Henry E. Hess Honored by 
Students of Twenty Years Ago 


Henry E. Hess, who twenty years ago, 
while manager of the New York Fire 
Insurance Exchange, guided the instruc- 
tion of a class of fourteen young men, 
just out of college, in various phases of 
fire insurance inspection, was guest of 
honor at a luncheon given to him last 
week by four of the ex-students and six 
of the instructors. This lunch was held 
at the Drug & Chemical Club in celebra- 
tion of the twentieth anniversary of the 
graduation of this class of inspectors. 
The class finished its work December 
12, 1904, Mr. Hess being assisted in his 
work by the six instructors at the 
luncheon and several others. Mr. Hess 
is now retired from active rating work. 

The student members of the party 
were: A. F. Hoffman, 80 William 
Street; D. H. Lester, now with John A. 
Eckert & Co.; A. R. Small, now vice- 
president of the Underwriters’ Labora- 
tories in this city, and J. D. Waite, with 
the local department of Crum & Forster. 
The following instructors of the class 
were present: Alex. Adamson, with the 
exchange; C. M. Cary, with W. L. Per- 
rin & Son; F. W. Mayes, with Pendle- 
ton & Pendleton, of Brooklyn; R. B. 
Parsons, with T. C. Moffatt & Co., of 
Newark; Henry Siemer, with the ex- 
change, and W. P. Walsh, with the Con- 


solidated Brokers. 


CUSTOM BINDS MUTUAL 


Decision Handed Down by Connecticut 
Supreme Court in Commercial 
Accident Association Case 


A decision to the effect that a mutual 
insurance company modifies its con- 
tract between itself and its policyhold- 
ers when it establishes a custom of 
condoning and retaining delinquent 
payments and a policyholder does not 
forfeit membership if, acting upon the 
custom, he does not pay assessments 
within the time limit which ordinarily 
would terminate membership or con- 
tract has been rendered by the Con- 
necticut Supreme Court. 

The case was that of Mrs. Perrigo 
against the Connecticut Commercial 
Travelers Mutual Accident Association 
to recover under the policy of her hus- 
band, who was killed in the Rialto The- 
atre fire at New Haven in 1921. 
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Many of the Leading 
Agencies in the United 
States now Represent 


The 


ORLD 


Fire and Marine Insurance Co. 


HARTFORD, CONN. 





Capital, $1,000,000 Surplus, $1,000,000 





RALPH B. Ives, President 





Why Not You! 


Fire 

Automobile 

Inland Marine and Coastwise 
Tornado 

Rain, Hail 

Rent, Rental Value 
Leasehold 

Use and Occupancy 
Profits 

Sprinkler Leakage 
Registered Mail 

Parcel Post 

Tourists’ Baggage 
Salesmen’s Samples 
Transit Floaters 
Automobile Truck Transit 
Explosion 

Riot and Civil Commotion 








“* Then give to THE WORLD the 
best that you have and the best 
will come back to you.”’ 











1871 


$1,000,000 Capital 


Fifty-three Years—Time Tested 


SUPERIOR 
FIRE INSURANCE COMPANY, PITTSBURGH 


An American Company 
that, by friendly co-operation and consistent and dependable 
service, has won a high place in the agency field. 


Total Assets $4,543,938 
Policyholders Surplus $1,752,289 


1924 
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e. . Smith, President 
Cf penne Vice-President cB 4 Roulet, 








National Fire Insurance Company 
OF HARTFORD, CONN. 


Statement, January 1, 1924 
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Proper Preparation 
Of An Arson Case 


MUST KNOW ABOUT ASSURED 


Board Investigator Presents 
Various Steps Necessary to Secure 
Conviction 


National 


Building up a case of arson for pre- 
sentation to court is in itself a man-sized 
task for several definite reasons declared 
Special Agent James V. Baker of the 
Arson Department of the National Board 
of Fire Underwriters in a talk made re- 
cently before the annual meeting of the 
Arson Department. There are several 
ways of collecting arson evidence and 
preparing it so that it will be acceptable 
in court as Mr. Bakey describes in the 
following paragraphs: 

“I believe that an investigator in de 
veloping a case of arson should learn 
everything that he can regarding the ac- 
cused. The previous fire record, finan- 
cial condition, business associates, private 
life, associates, personal habits, and 
everything that can be developed should 
be brought to light, not only for the 
benefit of the companies interested in 
the loss, but more particularly to enable 
the investigator to anticipate the line of 
defense. 

“After all the information possible is 
developed, it is necessary for the in- 
vestigator to glean from it such material 
facts as may be presented to the jury in 
the form of evidence. In presenting a 
case of arson it is necessary for the in- 
vestigator to keep in mind the law de- 
fining the crime in the particular state 
in which the fire occurred. In most 
states the occupants or ownership of a 


building is an important factor in an 
arson Case. 


What Constitutes Arson 


“In some states arson is defined as the 
wilful and malicious burning of certain 
buildings of another. Under such a law it 
is necessary for the state to allege and to 
prove that the building was occupied, or 
was in fact, the building of someone 
other than the accused. In other states 
arson is defined as burning certain build- 
ings the property of another. This sort 
of a law protects the property interests 
and it is necessary for the state to al- 
lege and to prove in a case of arson, that 
the building was owned by someone 
other than the accused. 

“Under the first law a tenant in pos- 
session cannot be indicted for arson 
charged with burning the building of the 
landlord. Under the second law this is 
possible. Under the second law the 
owner of a building who occupies it him- 
self solely, cannot be indicted for burn- 
ing the building because it is neither 
the property of another, nor the dwelling 
of another. 

“In presenting a case of arson to a 
jury, therefore, it is necessary first to 
prove that a fire occurred at the time 
and place specified in the indictment, 
and next that the building burned was 
either the property of another, or the 
building of someone other than the ac- 
cused. The next thing to prove in a case 
of arson is that the fire was not acci- 
dental but that it was the wilful and 
malicious act of the accused. This, in 
legal phrase, is called the Corpus Delicti 
and is the actual proof of the body of 
the crime. 

“I believe it is important for investi- 
gators to keep in mind that it is possible 
to prove the body of the crime, or the 
Corpus Delicti, by circumstantial evi- 
dence. Of course when direct evidence 
is found touching the origin of the fire, 
such as gasoline, kerosene, candles, more 
than one fire, etc., it is an easy matter 
to prove the Corpus Delicti from the 
testimony of the firemen. 

“When this sort of evidence is not 
available, however, it may be possible to 
prove that the fire was not accidental by 
a chain of circumstances which tend to 
remove the possibility of accidental 
origin and establish the fact that the 


fire was incendiary. Investigators should 
keep in mind that it is necessary to prove 
the crime, but it is possible to present 
evidence of motive, confessions, or any 
evidence tending to show the guilt of 
the accused. This is the most difficult 
feature in an arson case and after it is 
once established to the satisfaction of 
the court that a fire occurred, and that 
it was of incendiary origin, the door is 
thrown open for the admission of any 
facts and circumstances tending to prove 
the guilt of the accused.” 





INSURANCE IN FINLAND 


Data Sent Out in Foreign Insurance 


Letter of Holborn Agency Cor- 
poration, New York 


The Holborn Agency Corporation of 
New York has sent out a statement of 
insurance in Finland. There are twenty- 
five domestic fire insurance companies 
there and six foreign fire companies. 

Business was about normal in 1922, 
the rapid increase in preceding years 
having ceased because of the halt in 
building. Competition increased sharply 
as a result. Although there were but 
two seriously large fires, the number of 
smaller losses brought the ratio above 
that of the preceding year. The figures 
of eight stock companies and two mu- 
tuals show premiums in Finnish marks 
of 62,924,000 and losses paid of 27,816, 
000. In 1921 the foreign companies 
wrote about 9.1% of the total premiums, 
this ratio decreasing in 1922. There 
were no great premium tariff changes 
in 1922; expenses increased, and one of 
the largest companies withdrew, mainly 
because of marine reinsurance opera- 
tions. 


National Union Will 
Increase Capital by $500,000 
The board of directors of the National 
Union of Pittsburgh have decided to 
issue 5,000 shares of new stock, increas- 
ing the capital from $2,000,000 to $2,500,- 
000. The par value of the stock is $100 
a share, but the price at which the new 
stock will be issued will be decided upon 
at the annual meeting of stockholders 
on January 12. Other issues were sold 
at $150 and $175 a share so it is pre- 
sumed a good premium will be asked on 
the forthcoming issue. Outstanding 
stock has been paying a 12% dividend 
since the beginning of 1920. The Na- 
tional Union commenced business in 
1901 with $200,000 capital and last year 
had assets of $10,000,000 and over a 
$1,000,000 of net surplus. President E. 
kX. Cole has managed the company from 
the start. 


HAWLEY ON TORNADO COVERS 


I’. H. Hawley, president of the Ohio 
farmers of Le Roy, Ohio, was the prin- 
cipal speaker at the meeting of the In- 
surance Society of Columbus held on 
Wednesday evening, December 10, at the 
Chitenden Hotel, Columbus. His topic 
was ‘Tornado Insurance.” This subject 
is of great interest at the present time 
because of the fact that banks and loan 
companies are more and more insisting 
upon insurance against damage by wind- 
storm before advancing money on mort- 
gages. 

Mr. Hawley’s appearance on the pro- 
gram ot the Insurance Society was due 
to the efforts of Frank E. Kirkpatrick, 
vice-president of the society and Co- 
lumbus representative of the Ohio Farm- 
CFs. 





FORM HOLDING COMPANY 

The Colonial Securities Company, re- 
cently authorized under a Connecticut 
state charter, will become a_ holding 
company of the securities of the National 
Fire. The Colonial Securities has in- 
creased its capital from $200,000 to $2,- 
000,000, the signers of the authorization 
of increase being Harry A. Smith, presi- 
dent of the National Fire, Francis T. 
Maxwell and John Halsey, all directors 
of the National. 


WALTER SCOTT DIES 





Was With Home for 55 Years As Spe- 
cial, State and General Agent In 
Missouri 
Walter Scott, general agent for the 
Missouri sub-agencies of Home, died at 
his home in Kansas City on December 
10, at the age of 86 years. On April 1, 
1872, Mr. Scott was appointed special 
agent for Missouri and Kansas. He had 
previously been with Home of Columbus, 
Ohio. Then in 1885 he became state 
agent for the Home of New York in 
Missouri. During this time his genial 
ways and kindly manners won for him 
many warm and lasting friendships 
throughout the state which was his ter- 
ritory. He later relinquished the state 
agency and in 1914 became general agent 
for the sub-agencies of Missouri. This 
was the capacity in which he was acting 

up to the time of his death. 

Five years ago Mr. Scott was awarded 
the Home’s Gold Medal for fifty years 
of continuous service with the company. 
Mr. Scott was a prominent Mason and 
the funeral services were conducted ac- 
cording to the Masonic ritual. He is 
survived by a wife and three children. 





TO INCREASE CAPITAL STOCK 

Directors of the Homestead Fire of 
Baltimore have declared an initial pay- 
ment of 2% on the company’s capital 
stock. As the company has a capital of 
only $100,000 outstanding, with $250,000 
authorized, the directors have decided to 
issue another $125,000 to take care of 
increased business. 








THE HANOVER 
FIRE INSURANCE COMPANY 


Continuously in business since 1852 


The real strength of an insurance com- 
pany is in the conservatism of its man- 
agement, and the management of TH 
HANOVER is an absolute assurance of 
the security of its policy. 


CHARLES W. HIGLEY, President 
MONTGOMERY CLARK, Vice-President 
J. G. HOLLMAN, Secy. 

H. T. GIBERSON, Treasurer 
F. E. SAMMONS, Asst. Secy. 

A. E. GILBERT, Asst. Secy. 
HOME OFFICE 
Hanover Bldg., 34 Pine St. 
NEW YORK 
Howle, Jarvis & Wright, Ine., General Ageate 

Metropolitan District 
81 JOHN STREET 
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215TH YEAR 


SUN 
INSURANCE OFFICE OF LONDON 


FOUNDED 1710 
UNITED STATES BRANCH 
55 Fifth Ave. : New York 
WESTERN DEPARTMENT: 
Wrigley Bldg., 410 N. Michigan Ave. 
Chicago 
PACIFIC DEPARTMENT: 
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Policies on 3,500,000 > 


CARBON MONOXIDE GAS 


Is there a duty for insurance men? 


oe 
(4 know that CARBON MONOXIDE ®) 
VN GAS is a frequent cause of fatalities. 9) 
Ss We are reminded of it especially at this Kee 
ee time of the year. Dd 
i) This gas is a product of combustion VK 
Ve from either stationary or automotive avd) 
[A gasoline engines. It is invisible, odor- iy 
, less, tasteless, and non-irritant. To in- &&) 
6a hale a seemingly negligible quantity a 
is means almost immediate loss of life. 


Knowing this, it is clearly our duty to 


Ny warn the owners of cars not to run their aut) 
yo engines when garage doors or windows A 
Lap) are closed ory 
& are ciosed. | | 
aN Join us in this work of safeguarding -) 
BR) ‘gales “ie "3 
t) life. ‘Tell every insured that the only ry 
~ sure protection against CARBON ica 
ep MONOXIDE GAS is fresh air and es 
ae ample ventilation. ins 
ma This is a duty, and it is yours as well 1 
ey as ours. Se) 


peal is for the furtherance of the CARBON MONOXIDE \ \) 
RNING, verbally or otherwise, to the General Public. | 
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fellow underwriters, 
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How York-Antwerp 
Rules Differ In Use 


CASE OF VOLUNTARY STRANDING 
New Rule Clears Up Application of Gen- 
neral and Particular Average 
Principles 

\n interesting case involving the ap- 
plication of the York-Antwerp rules has 
come up for solution in the stranding in 
November of the steamer “Rama,” which 
struck a rock on the Chatham Islands. 
The report states that she had been run 


ashore to prevent sinking. This is a 
case of voluntary stranding, and the old 
and ne York-Antwerp rules may be 
compat to show how they differ in 


such Case 
Rule V, 1890 Rules 

When a ship is intentionally run on 
shore, and the circumstances are such 
that if that course were not adopted 
she would inevitably sink or drive on 
shore or on ro ks, no loss or damage 
caused to the ship, cargo and freight, or 
any of them by such intentional running 
ashore shall be made good by general 
avcrage 

Rule V, 1924 Rules 

When a ship is intentionally run on 
shore, and the circumstances are such 
that if that course were not adopted she 
would inevitably drive on shore or on 
rocks, no loss or damage caused to the 
ship, cargo and freight or any of them 
by such intentional running ashore shall 
be made good as general average. 

Conunenting on this divergence, the 
‘Journal of Commerce,” of Liverpool, re 
marks that the old rule has always been 
somewhat of a puzzle. 

“Why,” continues the same journal, 
“when by making a sacrifice by running 
a vessel ashore to save the whole ad 
venture from presumably worse disaster 
by sinking, the sacrifice should not be 
made good in general average is not in 
accordance with the principle on which 
the whole question of general average is 
based. The reason for this rule evi 
dently dates back further than the rule 
itself. For a rule of practice of the As 
Average Adjusters dated 
1876, states “The custom of Lloyds ex- 
cludes from general average all damage 
to ship or cargo resulting from voluntary 
stranding.’ 

“It is further stated that this rule does 
not necessarily exclude such damage as 
is done by beaching or scuttling a burn- 
ing: vessel to extinguish fire; and this 
only makes the old rule the more an 
omalous, It must be remembered that 
the rule applies only to damage received 
as a result of the voluntary stranding, 
and does not affect the damage caused 
by whatsoever casualty placed the ves 
sel in danger of foundering. In the case 
of the Rama, for instance, on the facts 
known, and assuming the new rules to 
apply, the damage caused by the original 
striking on the rocks would be particu 
lar average, and only such damage as 
was done by voluntarily beaching the 
vessel would be made good in general 
average. 

“This is, of course, assuming that the 
circumstances of the casualty are as they 
appear to be on the evidence available, 
and that the interpretation of the rule 
is correct. That is a matter on which 
an average adjuster is best qualified to 
speak, and it would be interesting if one 
would give some explanation for the 
original rule and for the amendment 
which has now been made.” 

The Court of Appeals this week at 
Albany handed down a decision in the 
case of Bennett vs. Merchants Mutual 
Automobile Liability Insurance Com- 
pany appellant, granting motion for en- 
largement of time within which to serve 
and file a brief. 
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Pennsylvania Auto 
Compulsory Cover 


BILL LIKE JERSEY AND OHIO 


Distributes Among Motor Club Owners 
Following Hearing of Commission 
in Harrisburg 


Copies of provisions which have been 
suggested for a Pennsylvania law on com- 
pulsory automobile liability insurance, are 





to be distributed among motor clubs and 
automobile owners of Pennsylvania for 
their consideration, according to the an- 
nouncement of the Pennsylvania commis- 
sion to study the subject, following a hear- 
ing of the commission in Harrisburg last 
Friday. 

The draft contains most of the provisions 
of the compulsory liability bill which has 
heen proposed in New Jersey, and added 
provisions culled from laws ot Ohio and 
other states. The Massachusetts law, re- 
quiring immediate reports to the state by 
both parties in all accidents, was condemned 
at the hearing, especially by corporation 
lawyers who argued the corporations would 
be held responsible for negligence of em- 
ployees to report minor accidents. | State 
officials also opposed the Massachusetts 
plan as making a traffic court out of 
the Capitol Building. 

The commission will not sponsor the 
distributed draft or any other particular 
law, but believes that some legislation to 
assure protection to victims of automobile 
accidents should be enacted, State Senator 
Clarence J. Buckman, of Langhorne, chair- 
man of the commission, announced after 
the hearing. 

Another hearing will be held in the 
middle of January, after the Pennsylvania 
Legislature has convened, to hear the re- 
actions to the draft, and to receive addi- 
tional suggestions. After the January 
hearing, the commission will draft its re- 
port to the Legislature, as instructed by 
the 1923 session, after several compulsory 
bills had been considered, and were held 
over for further information. The com- 
mission consists of three State Senators, 
three members of the State House of 
Representatives, the Attorney General, the 
Insurance Commissioner and the Secretary 
of Labor and Industry in the State. 

Although jay-walkers and_ pedestrians 
were blamed for seventy-five per cent of 
the automobile accidents by some of the 
speakers, E. J. Brookhart, of Celina, Ohio, 
reported that compulsory liability has actu- 
ally reduced accidents there. 

There has been no mention of a state 
fund in Pennsylvania to handle the auto- 
mobile liability coverage if made com- 
pulsory, and the commission has_ steered 
all hearings away from that subject. 
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Metropolitan Agent 
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The Home Insurance Co., New York 
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AUTO RATES VIOLATED 


Supt. Beha of New York Warns Com- 
panies, Agents and Brokers of 
Future Drastic Action 


That automobile, fire and theft rates 
have been violated consistently by com- 
panies in the National Automobile 
Underwriters’ Conference and others in 
order to attract large accounts to their 
books is the conclusion reached by Sup- 
erintendent James A. Beha of the New 
York Insurance Department after a 
thorough investigation of complaints 
made to him. He called before him re- 
cently brokers, company executives and 
agents in his efforts to sift these reports 
of deviations and this week he issued a 
warning to all concerned that he would 
not tolerate further violations and those 
found guilty in the future would be pen- 
alized severely. 

Drastic treatment is necessary to curb 
over-ambitious brokers, agents and com- 
panies in the opinion of Mr. Beha as the 
following statement of his declares: 

“Some time ago my attention was called to 
the fact that rates which had been filed with 
this department for automobile insurance were 
not being observed by some of the companies, 
and that insurance was being written by said 
companies at rates other than the rates filed. 
The investigation made by this department 
clearly establishes this fact. 

“Sections 141, 141-A and 141-B of the Insur- 
ance Law of this State re quire the filing with 
this department by each of the companies doing 
business in this State of the rates to be used by 
them in the writing of (among other things) 
automobile insurance. Your company has com- 
plied with this provision of the law and has filed 
its rates with this department. : 

“The same insurance law also requires the 
companies to write their insurance only at such 
filed rates. The same law requires the Super- 
intendent of Insurance to see that its insurance 
laws are obeyed. The seriousness of this situ- 
ation is such that I trust you will pardon my 
calling your special attention to the provisions 
of this law. I am certain you realize the penal- 
ties necessarily following the violation thereof. 
I therefore respectfully request your co-opera- 
tion in seeing that these laws are not violated 
by your company, and that the rates that you 
have filed with the department are observed. 

“Will you kindly acknowledge receipt of this 
letter and advise me of your action in the 
premises. I am likewise addressing the chief 
executives of the other companies writing sim- 
ilar insurance in a like manner, so that uniform 
action will result with benefit to the business 


of all.” 
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APPLETON & COX, Inc. 


1 South William Street, New York 








AUTOMOBILE INSURANCE 


United States Merchants & Shippers Insurance Co., New York 
Admitted Assets, $4,447,786.62 


Tokio Marine and Fire Insurance Co., Ltd., Tokio 
Admitted Assets, $6,054,621.08 


Indemnity Mutual Marine Assurance Co., Ltd., London 
Admitted Assets, $1,325,877.59 
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OPENS ATLANTA BRANCH 


Appleton & Cox Increase Southern 
Marine Facilities; D. E. Moodie, of 
New York, Put In Charge 


As an aid to developing their already 
large agency plant, a branch office has 
been opened in Atlanta, Ga., by Appleton 
& Cox, Inc., of New York, who are 
marine managers of the following com- 
panies: United States Merchants & Ship- 
pers, Indemnity Mutual Marine, Royal 
exchange, Tokio Marine & Fire, United 
States Fire, Agricultural, Fire Associa- 
tion of Philadelphia, Milwaukee Me- 
chanics, London & Scottish, North River 
Western Assurance. 

The Atlanta office is located in the 
Hurt Building and is under the manage- 
ment of Donald E. Moodie, who was for- 
merly in the head office in New York. 
It will serve as a center for the de- 
velopment of business from agents in 
the Southeast. The extensive marine 
facilities of the various companies under 
the management of Appleton & Cox, Inc., 
will therefore be made available to the 
fire agents of all of those companies. 
The fire managers of the various com- 
panics are cooperating with the new 
marine office by circularizing their agents 
announcing its opening and describing 
the facilities available to them. 


BEYER HEADS AUTO CLUB 





Automobile Underwriters Organization 
to Continue Cooperative Movement; 


Monthly Luncheons Held 


The Automobile Underwriter’s Club at 
its annual meeting December 10 elected 
the following as officers for 1925: 

W. F. Beyer, president, Home; H. C. 
Stocker, vice-president, Northern Assur- 
ance; A. A. Muller, secretary, LKagle, 
Star & British Dominions; J. A. Reid, 
treasurer, New York Underwriters’ 
Agency; F. E. Sammons, director, Han- 
over Fire; G. A. Bernard, director, New- 
ark Fire. 

The club membership is limited to 
automobile managers and company ex- 
ecutives and was organized for the pur- 
pose of promoting the fullest coopera- 
tion among automobile writing com- 
panies. It is the aim of the club this 
next year to secure an increase in its 
membership from companies that are af- 
filiated with the Automobile Underwrit- 
ers’ Conference. 

A Incheon is held once a month at the 
Drug & Chemical Club, where subjects 
of a timely nature are presented by well 
known speakers connected with the 
automobile business. 





Automobile Opens Service 
Department for Brokers 


The ocean marine department of the 
Automobile at 82 Beaver Street, has in- 
stalled an inland marine service depart- 
ment for the convenience of brokers m 
the marine district. This department will 
be in charge of Maurice Bonin, a capable 
and experienced inland marine underwriter, 
who is familiar with problems that are 
peculiar to marine brokers and to their 
business. Secretary C. R. Ebert of the 
Automobile, is confident that this new 
service will be of great value to marine 
brokers, many of whom have already ex- 
pressed approval of the plan. The lines 
handled include inland transportation, fine 
arts, radium, tourist baggage, perso 
effects and other floaters. 
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Present Status Of 
Public Relations Plan 


COMMITTEE TO MAKE REPORT 





Travelers Not Yet In Movement; Many 
Companies Enthusiastic; Brearley Plan 
Presented at Roosevelt Dinner 





The Travelers was not represented at 
the Roosevelt Hotel dinner last week 
when the presidents and other chief 
executives of many casualty companies 
gathered to take up seriously the sub- 
ject of public relations, nearly every man 
present making a talk in favor of the 
movement. Despite the fact that the 
Travelers has not so far shown a willing- 
ness to participate, most of the other 
companies are in a mood to go ahead 
with the project, the present idea ap- 
parently being to start the movement in 
the form of sales advertising which 
naturally would permit the dissemination 
of company ideas relative to stock com- 
pany insurance. A committee will be 
appointed to study and survey the situ- 
ation, later to report to the companies a 
recommendation for action. 

At the Hotel Roosevelt meeting, the 
idea which seemed to gain most favor 
was that if the sales advertising were 
run, a group of states should be picked 
out for the tentative display rather than 
an attempt should be made to cover the 
entire country immediately. 


Brearley Plan Presented 


It developed this week that the 
Brearley Service Organization, who so 
effectively and strikingly handled the ad- 
vertising of certain insurance companies 
in widely diversified fields, had consider- 
able to do in a consultant capacity with 
the proposition before the meeting was 
held. In fact, the plan presented to the 
meeting originated in the office of the 
Brearley Service Organization. 

Another factor in bringing some of the 
executives into a position where they 
gained a better understanding of public 
relations was the series of speeches made 
on the subject by Claris Adams, an 
Indianapolis lawyer, talking before the 
National Association of Insurance Agents 
(midyear meeting); the Western Union 
(Washington meeting); and National 
Board of Fire Underwriters (annual 
meeting in New York); and joint cas- 
ualty associations at White Sulphur 
Springs. There had also been dissemi- 
nated among casualty company top 
executives a brief on the subject of pub- 
lic relations prepared by George E. 
Turner, manager of the Casualty In- 
formation Clearing House, Chicago. Mr. 
Adams is Mr. Turner’s law partner in 
Indianapolis. 

Mr. Brearley was formerly active in 
daily journalism, both in the editorial 
and business ends, and is said to have 
originated the idea for the appointment 
of a committee on public relations of the 
National Board of Fire Underwriters, 
having charge of the executive work of 
ihe committee until he resigned to start 
the Brearley Service Organization. His 
father was the proprietor of a daily 
paper. Before going with the National 
Board he had gathered the material and 
written an illustrated book telling in a 
remarkably interesting fashion the story 
of the New York Underwriters Agency 
which attracted so much favorable atten- 
tion in the insurance business that he 
was employed by the National Board to 
write its history which is also done in a 
human-interest fashion. 


F. & D. Articles 


Those who heard the speeches at the 
Hotel Roosevelt say that a number of 
the executives made strong arguments in 
favor of the better public relations move- 
ment. An interested auditor was Spencer 


N. Y. Indemnity Acts In 
Payroll Audit Scandal 


IRON WORKS MAN ARRESTED 


Court Holds Samuel Kalter, Alleged to 
Have Paid $50 to Insurance Com- 
pany Auditor Checking Payroll 





A bombshell was thrown into the ranks 
of alleged payroll jugglers in compensa- 
tion insurance when the New York In- 
demnity Co. this week caused the arrest 
of Samuel Kalter, president of a Brook- 
lyn iron works concern, charging him 


with trying to bribe an occupation audi- 
tor of the New York Indemnity Co., 
Charles Sherman, Jr. Kalter was held 
for the Court of Special Sessions in 
$500 bail by a magistrate sitting in the 
Jersey Avenue police court in Brooklyn. 
The direct charge is violating 439 of the 
Penal law. 

This is the first move by an insurance 
company in trying to stop a practice 
which is having a wider currency than 
is generally supposed: jockeying com- 
pensation insurance rates through pay- 
roll manipulation. 


The Affidavit 


In the affidavit filed with City Magis- 
trate Reynolds of the above named court 
it is alleged that Kalter unlawfully gave 
Sherman a gift of $50 “as a gift without 
the knowledge and consent of his em- 
ployer, the said New York Indemnity 
Co., to influence his action in relation 
to his employer’s business.” 


The Affidavit 


In the affidavit the statement is made 
that Kalter is president of the Kalter 
Iron Works, Inc., doing business at 716 
Sackman Street, Brooklyn, manufactur- 
ing iron railings, fire escapes, etc., em- 
ploying a number of men. The Kalter 
premium was based on a_ semi-annual 
audit of the Kalter books in acordance 
with compensation law requirements. 

The affidavit declares further that 
Sherman was sent to the Kalter Iron 
Works, Inc., to audit the books in order 
to ascertain the premium; that Kalter 
tried to induce the auditor to get in- 
formation and data in a certain “time 
book” which contained only a partial 
payroll for the past six months; that 
it was proposed that the payroll be re- 
ported as $5,536 instead of a consider- 
able larger amount; and that the auditor 
made a report which fixed the premium 
at $186.67, whereas the premium should 
be larger. Sherman says Kalter gave 
$50. The auditor then reported back to 
the company what had been done. 

The arrest of Kalter followed. 





Cc. W. LAIRD APPOINTED 

Harry F. Weissenborn, vice-president 
in charge of the Great Eastern Depart- 
ment of the Union Indemnity has ap- 
pointed Carroll W. Laird as manager of 
the fidelity and surety department. Mr. 
Laird has had several years training in 
the Eastern field, having made a 
specialty of contract risks. 





W. H. PORTER DIES 

William Hyer Porter, for many years 
manager of the Federal Surety Com- 
pany at Davenport, Iowa, died at home 
in Denver, December 8. 

Mr. Porter was born in Brooklyn, 
N. Y., in 1868, and entered the insurance 
business while a young man. 








Welton of the Fidelity & Deposit whose 
company is behind a proposition for the 
publication of a large number of ar- 
ticles on surety and bonding in a fleet of 
newspapers. The first is by Franklin D. 
Roosevelt; the second by Mr. Welton. 
Others by experts, also, will follow. 
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COMPENSATION RATE RAISED 
Insurance Department Allows 10 Per 
Cent. Insurance in New York State; 
Expense Loading Up Slightly 


Superintendent of Insurance Beha has 
approved an average 10 per cent. in- 
crease in workmen’s compensation in- 
surance in New York State. Rates on 
policies now in force will be increased 
10 per cent. for the balance of the time 
in force. In allowing this increase Su- 
perintendent Beha has not permitted the 
14.1 per cent. increase requested by the 
Compensation Inspection Rating Board. 
The increase in expense loading from 39 
to 41.18 per cent. that had been asked 
for was also disapproved but an increase 
to 40 per cent. was permitted. 

Superintendent Beha disapproved rec- 
ommendation for changes in the experi- 
ence rating plan but approved others. In 
making the changes he pointed out that 
a strict adherence to rates and rules, and 
securing of adequate deposit 
premiums would make the rate increase 
allowed ample to take care of the higher 
costs due to increased benefits under the 
amended law. : 








MADE AGENCY DIRECTOR 





Metropolitan Casualty Appoints Wil- 
liam R. Medaris, of Toledo, for 
State of Ohio 


The Metropolitan Casualty has ap- 
pointed William R. Medaris, Toledo, 
Ohio, as agency director for the State 


of Ohio. Mr. Medaris will have charge 
of appointing general agents in the state 
and will supervise the development, un- 
derwriting, and handling of the business 
obtained from them. He is vice-president 
of the C. F. Medaris Co., and will con- 
tinue to serve in that capacity, devoting 
only part of his time to the service of 
the Metropolitan. 

The C. F. Medaris Co., which has of- 
fices in Toledo and Columbus, have been 
appointed general agents for Central and 
Northwestern Ohio for all casualty and 
surety lines. Mr. Medaris, in addition 
to being a very experienced attorney, is 
regarded as an expert in all lines of 
casualty and surety underwriting and 
has had long experience in the develop- 
ment of these lines of business through 
sub-agents. 





FRED H. REES RESIGNS 


Fred H. Rees, counsel for the Com- 
mercial Casualty Insurance Company of 
Newark, has resigned. On January 1 he 
will become a member of the law firm 
of Evans, Hunt & Gillen, 220 Broadway, 
New York City. 





RESPOND TO ROLL CALL 

Reports from the casualty and surety 
group of the Eighth Red Cross Roll Call. 
of. which M. L. Jenks, vice-president of 
the American Surety, is chairman, indi- 
cate that the totals of all previous years 
since the war have been exceeded in this 
year’s membership drive. 





Falconer’s Insurance 
Institute Address 


FINE WORK OF EDUCATION 


Day Is To Arrive When Diploma of 
Institute Will Carry a Lot of 
Weight 





At the sixteenth educational confer- 
ence of the Insurance Institute of Amer- 
ica, Inc., held in Philadelphia a few days 
ago the principal address at the dinner 
was made by W. G. Falconer, presi- 
dent of the Norwich Union Indemnity 
and Phoenix Indemnity and a member 
of the Institute’s Board of Governors. 
His remarks in part follow: 

“Sixteen years ago some insurance 
men in Philadelphia conceived the idea 
of forming a national institute under 
whose supervision the educational ac- 
tivities of various insurance societies 
in different states would be coordinated 
and courses of study in fire, life, marine 
and casualty insurance and surety would 
be prepared and carried on. The name 
of the Insurance Institute of America 
was given to this organization. 

“During all these years the work has 
been carried on by a number of men in- 
terested in the enlargement of education 
in insurance. Year by year students 
have submitted themselves to examina- 
tion tests and those who satisfactorily 
passed such tests received a diploma 
from the Institute. Many hundred diplo- 
mas have already been distributed to suc- 
cessful students all over the country. 

“For many years an effort has been 
made to obtain some legislative authority 
and recognition of the work of the In- 
stitute and in May, 1924, an Act was 
passed by the Legislature of the State of 
New York incorporating the Institute for 
the avowed purpose of promoting ef- 
ficiency, progress and general develop- 
ment among persons engaged in the in- 
surance business so as to secure and 
justify the confidence of the public, in 
the competence and trutworthiness of 
such persons. 


Now a Legal Entity 


“When the members of this Confer- 
ence remember that they are within ear- 
shot of the old Liberty Bell on Inde- 
pendence Hall and that Philadelphia 
originated this educative movement it 
seems fitting that the first official an- 
nouncement of the incorporated Institute 
should also be made at a Conference of 
the Societies held in Philadeiphia. The 
Institute is now a legal entity with a 
corporate body and is entitled to a place 
amongst the leading educational institu- 
tions of this great country. Now what 
are we going to do with it and how are 
we going to promote, stimulate and ad- 
vance education in the business of insur- 
ance amongst those engaged in it? We 


must make this Charter the foundation 
stone upon which to build a magnificent 
edifice for the education of the young 


(Continued on page 32) 
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Many Pleasant Features 
In Philadelphia Event 


CORNERSTONE CEREMONIES 


Wife of Grand Duke Cyril Stops at In- 
dependence Luncheon to Thank Mayor 
for Police Escort; List of Guests 


One of the intere sting “behind the 
scenes” features of the ceremonies in 
Philadelphia last week when the corner- 
stone of the building of the Independence 
Indemnity was laid was an informal visit 
paid, during the course of the luncheon 
given at the Bellevue-Stratford Hotel, by 
the wife of the Grand Duke Cyril, who 
has proclaimed himself “Czar of Russia.” 
The Grand Duchess came to extend her 
thanks to Mayor Kendrick for the police 
escort given her party during her stay 
in Philadelphia. During her interview 
with Mayor Kendrick, she was _ intro- 
duced to General Butler and to Charles 
H. Holland, President of the Inde 


Grant, vice-chairman of the Irving- Bank 
Columbia Trust Co., New York 
Mansfield Hobbs, counselor- at- law, New 
York; Jesse S. Phillips, New York. 

A. H. Doherty, assistant secretary, was 
in charge of the affair. H. C. Brearley 
handled the publicity. 

In his talk at the cornerstone cere- 
mony Mr. Holland said that his organi- 
zation was proud to have acquired a site 
so appropriate to the names of the com- 


panies, since it was on Independence 
Square and overlooked that world- 
famous building, Independence Hall, 
where the formal history of the United 


States began with the signing of the 
Declaration of Independence. He said 
that the building had been designed in 
conformity with the architectural theme 
and decorative treatment of Independ- 
ence Hall and was intended to take its 
place among the finest business struc- 
tures of the Pennsylvania metropolis. He 
said the companies had a deep sense of 
the honor and responsibility of adding 
to the structures of such an important 
location, and believed that the sur- 

















GENERAL BUTLER, MAYOR KENDRICK AND CHARLES H. HOLLAND 


pendence Indemnity and Independent 
Fire Insurance Company, who went out- 
side of the lunch room to meet the 
royalty. 

Many Prominent Men Present 


Among those present at the corner 
stone laying were the following: William 
B. Hadley, city controller; Ralph L. 
Freeman, vice-president of the Lumber- 
men’s Insurance Co.; Clarence H. Geist, 
president of the O. H. Geist Co.; Living- 
ston W. Jones, president of the First 
National Bank; William H. Kingsley, 
vice-president of the Penn Mutual Life; 
Dr. R. D. Mackinnon; C. Stevenson 
Newhall, vice-president of The Pennsyl- 
vania Company; George W. Norris, gov- 
ernor of the Federal Reserve Bank; 
John H. Packard, vice-president, Finance 
Corporation of America; H. L. Shay, of 
Ritter & Shap; Architects of the Build- 
ing, Frederic Richardson, United States 
manager, General Accident; J. Barton 
Townsend, president, Provident Trust 
Co.; John Way, vice-president, Provi- 
dent Mutual Life; Joseph Wayne, Jr., 
president, Girard National Bank; J. M. 
Willcos, president, Philadelphia Savings 
Fund Society; Parker S. Williams; Asa 
A. Wing, president, Provident Mutual 
Life; George H. Packard; Richard 
Haughton; George Valentine Smith; A. 
L. Johnston and Willard L. Case, vice- 
presidents; James Morrison, secretary- 
treasurer; Arthur J. Stobbart, counsel, 
and several other officers of the In- 
dependence Companies. 

Among those from out of town were: 
George W. Childs of Chicago; H. C. 
Brearley, president of the Brearley Ser- 
vice Organization, New York; Rollin P. 





roundings and associations would prove 
a real inspiration to those who occupied 
its offices. 

What the Cornerstone Contains 


Indicating the copper box that stood 
upon the desk, he placed therein copies 
of the Philadelphia papers of that date, 
the policy forms issued by the Inde- 
pendence Indemnity Company and other 
documents, stating that these might be 
examined with interest by Philadelphians 
of five or ten thousand years hence. 
Then, turning to the Mayor, he ex- 
pressed his sense of honor at the willing- 
ness of the latter to officiate and handed 
him the ivory-handled silver trowel that 
had been prepared for the occasion. 

Mayor Kendrick, in laying the cor- 
nerstone, voiced his pleasure and that 
of the citizens of Philadelphia in wel- 
coming to this famous site a building in 
every way worthy of its surroundings. 
He said that the rapid growth of the 
Philadelphia insurance district, until it 
had impinged upon the Square, signified 
the way in which the great business of 
furnishing protection had extended its 
scope, to the marked advantage of so- 
ciety. The thought that a new organiza- 
tion was already taking permanent 
physical as well as corporate form in 
such an impressive way, was most 
gratifying. Following this, he took the 
trowel and proceeded with the ceremony. 

Passes $5,000,000 Mark 


After the luncheon Mr. Holland, act- 
ing as toastmaster, said that the oc- 
casion marked an important milestone 
in the history of a new organization that 
had already shown growth beyond their 
fondest hopes. With Letters Patent 








(which in Pennsylvania is the equivalent 
of a Charter) signed October 31, 1922, 
and its first insurance written early in 
January, 1923, the Independence In- 
demnity Company had passed the mark 
of $5,000,000 in premiums for the current 
year on the day preceding the luncheon. 
This was the most rapid growth ever 
recorded not only for an indemnity com- 
pany but for an insurance company of 
any kind, and he felt that they had spe- 
cial reasons for pride and thankfulness. 
The Independence Indemnity Company 
and the newly acquired Independence 
Insurance Company were sometimes re- 
ferred to as “Holland’s Companies,” but 
he expressly emphasized that the unpre- 
cedented success of the business was due 
to as loyal and efficient staff of depart- 
ment .heads and employes as were ever 
assembled, and to the support of a group 
of outstanding agencies in various parts 
of the country. He mentioned in par- 
ticular his gratitude for the strong and 
loyal support of Vice-President A. L. 
Johnston and Secretary-Treasurer James 
Morrison. The enthusiasm shown by 
even the junior clerks was remarkable. 
They all were on tip-toe at the close of 
the month’s business, and typists and 
others would inquire eagerly as to the 
mark set by the new premiums written. 
The New Fire Company 

Mr. Holland referred to the fact that 
they had recently acquired a fire insur- 
ance company which had done a local 
business under the name of the Inde- 
pendence Insurance Company, and to 
this title was now to be added the de- 
scriptive word “fire,” so that the Indem- 
nity Company would have a running 
mate which might ultimately prove to be 
a pacemaker, since there was every in- 
dication of its rapid growth into a 
permanent position in the field. 

Mr. Holland expressed his .apprecia- 
tion at the presence of Mayor Kendrick, 
General Butler, ex-Governor Sproul and 
other distinguished guests. He  con- 
gratulated the Mayor and the citizens of 
Philadelphia on the word just received 
from Washington that General Butler’s 


leave of absence from the Marine Corps 
had been extended for another year, in 
order that he might continue and firmly 
establish his remarkable work as Di- 
rector of Public Safety for the City of 
Philadelphia. 

The Mayor Speaks 

In introducing Mayor Kendrick, Mr. 
Holland emphasized the admiration felt 
by the people of Philadelphia, and, in- 
deed of the United States, for a man 
who was setting so high a level on civic 
administration. 

Mayor Kendrick, in a graceful speech, 
expressed his sense of the importance 
of the occasion. For a new corporation, 
financed and operated by Philadelphia 
men, to attain a growth at once so rapid 
and so sound, was a matter of com- 
munity advantage. It augured well for 
the healthfulness of business in Phila- 
delphia. In a sense the city itself was 
like a business corporation. His position 
resembled that of the president of a busi- 
ness. His official family constituted the 
Board of Directors and the 2,000,000 citi- 
zens were the stockholders. He wished 
to make it known that, the trained public 
servants who were cooperating with him 
to give Philadelphia a government along 
sound business and political lines, were 
perhaps the finest group that had ever 
been brought together in such capacities. 
Conspicuous among these was General 
Smedley D. Butler, whose record for 
courage, pertinacity and capacity was 
making him internationally famous. 
When, against the background of such 
civic conditions, there appeared a great 
new corporation whose directors were 
leading citizens, and whose chief execu- 
tive was a man of such outstanding 
ability as his friend Mr. Holland, its 
helpful effect upon all the institutions of 
the city was unquestionable. 

Mr. Holland also introduced ex-Gov- 
ernor Sproul, as one whose friendship, 
advice and participation in the company’s 
directorate had been a tower of strength. 
Governor Sproul responded briefly, voic- 
ing the pleasure felt by the directors and 
citizens generally. 
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Popularity of Ticket 
Accident Insurance 


LARGE SALES AT STATIONS 





Text of Contract Issued by Travelers 
Insurance Co.; Data Facts 
On Margin 





The tremendous growth of railroad 
travel, indicated by the fact that the great 
New York Central and Pennsylvania sta- 
tions in New York City are sometimes 
jammed with passengers, has had an in- 
teresting insurance twist, demonstrated by 
the large sale of trip accident insurance 
policies which are bought by the passengers 
at the same time that they purchase their 
railroad tickets, if they care to make the 
small additional expenditure for the 
premium. The dates the contract takes 
effect and when it expires are punched on 
the margin. The contract used by the 
Travelers is reproduced herewith: 
Covers Foreign and Domestic Travel— 

Age Limits 18 to 70 

The Travelers Insurance Co., Hartford, 
Conn., hereby insures the person whose 
name is written upon the stub of this 
policy in the possession of the Company 
bearing even number and date herewith, 
against bodily injuries effected during the 
term of this insurance solely by external, 
violent and accidental means in the man- 
ner following, subject to the conditions 
and limitations herein contained, to wit: 
a. \f such injuries shall, independently of 
all other causes, result in death within 
ninety days from the date of accident, the 
Company will pay $5,000 in lieu of any 
other indemnity to the executors, adminis- 
trators or assigns of the insured, or b. If 
such injuries, independently of all other 
causes, shall, within ninety days from the 
date of the accident, result in the loss of 
one or both hands or feet by complete 
severance through or above the wrist or 
ankle joint, the Company will pav the in- 
sured $2,500, or c. If such injuries do not 
result in a loss covered by Clause a or b, 





for the period commencing with the date 
of accident, not exceeding 52 consecutive 
weeks, during which the insured shall be 
continuously and wholly disabled by such 
injuries, independently of all other causes, 
from performing every duty pertaining to 
his (or her) business or occupation, the 
Company will pay $25.000 a week, or for 
the period, not exceeding 26 consecutive 
weeks, commencing with the date of acci- 
dent or immediately following total loss 
of time, during which the insured shall be 
continuously and wholly disabled by such 
injuries from performing one or more im- 
portant daily duties pertaining to his (or 
her) occupation, the Company will pay 
$12.50 a week. In no case shall the in- 
demnity payable for both total and partial 
disability exceed 52 consecutive weeks. 
STANDARD PROVISIONS: 1. This 
policy includes the endorsements and at- 
tached papers, if any, and contains the en- 
tire contract of insurance. No reduction 
shall be made in any indemnity herein pro- 
vided by reason of change in the occupa- 
tion of the insured or by reason of his 
doing any act or thing pertaining to any 
other occupation. 4. Written notice of 
injury on which claim may be based must 
be given to the Company within twenty 
days after the date of the accident causing 
such injury. In event of accidental death 
immediate notice thereof must be given to 
the Company. 5. Such notice given by or 
in behalf of the insured or beneficiary, as 
the case may be, to the Company at Hart- 
ford, Connecticut, or to any authorized 
agent of the Company, with particulars 
sufficient to identify the insured, shall be 
deemed to be notice to the Company. Fail- 
ure to give notice within the time provided 
in this policy shall not invalidate any claim 
if it shall be shown not to have been rea- 
sonably possible to give such notice and 
that notice was given as soon as was 
reasonably possible. 6. The Company upon 
receipt of such notice, will furnish to the 
claimant such forms as are usually fur- 
nished by it for filing proofs of loss. If 
such forms are not so furnished within 
fifteen days after the receipt of such notice, 
the claimant shall be deemed to have com- 
plied with the requirements of this policy 
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as to proof of loss upon submitting within 
the time fixed in the policy for filing proofs 
of loss, written proof covering the occur- 
rence, character and extent of the loss for 
which claim is made. 7. Affirmative proof 
of loss must be furnished to the Company 
at its said office in case of claim for loss 
of time from disability within ninety days 
after the termination of the period for 
which the Company is liable, and in case 
of claim for any other loss, within ninety 
days after the date of such loss. 8 The 
Company shall have the right and oppor- 
tunity to examine the person of the in- 
sured when and so often as it may reason- 
ably require during the pendency of claim 
hereunder, and also the right and oppor- 
tunity to make an autopsy in case of death 
where it is not forbidden by law. 9 All 
indemnities provided in this policy for loss 
other than that of time on account of dis- 
ability will be paid immediately after re- 
ceipt of due proof. 10. Upon request of 
the insured and subject to due proof of 
loss all accrued indemnity for loss of time 
on account of disability will be paid at the 
expiration of each four weeks during the 
continuance of the period for which the 
Company is liable, and any balance remain- 
ing unpaid at the termination of such 
period will be paid immediately upon re- 
ceipt of due proof. 11. All the indemni- 
ties of this policy are payable to the in 
sured. 14. No action at law or in equity 
shall be brought to recover on this policy 
prior to the expiration of sixty days after 
proof of loss has been filed in accordance 
with the requirements of this policy, nor 
shall such action be brought at all unless 
brought within two years from the ex- 
piration of the time within which proof 
of loss is required by the policy. 15. 
If any time limitation of this policy 
with respect to giving notice of claim 
or furnishing proof of loss is less than 
that permitted by the law of the state 
in which the insured resides at the time 
this policy is issued, such limitation is 
hereby extended to agree with the mini- 
mum period permitted by such law. 20. 
The insurance under this policy shall not 
cover any person under the age of eighteen 
years nor over the age of seventy years. 


Any premium paid to the Company for 
any period not covered by this policy will 
be returned upon request. 

ADDITIONAL PROVISIONS: d. 
The insurance hereunder shall be void as 
to persons employed in mines, or in sub- 
aqueous work, or on iron or steel con- 
struction work, or on railroads, steamboats 
or other passenger or freight conveyances 
while on duty, or on vessels of any kind 
while on duty, and persons maimed, 
crippled or deformed, or bereft of reason, 
sight, or hearing, and the Company will 
return on demand to any such person, his 
or her executors, administrators or assigns, 
the premium paid therefor. e. This in- 
surance shall not cover disappearance nor 
injuries of which there is no visible con- 
tusion or wound on the exterior of the 
body of the insured, nor shall it cover ac- 
cident, injury, disability, dismemberment 
or death caused directly or indirectly, 
wholly or partly, by any of the following, 
to wit: voluntary exposure to unnecessary 
danger, medical or surgieal treatment, 
hernia, disease in any form, fits, vertigo 
or sleep-walking, gas or poison in any 
form or manner or contact with poisonous 
substances, sunstroke or freezing, fire- 
arms, fireworks, or explosives of any kind, 
horse, automobile, or bicycle racing, 
lacrosse, football, dueling, fighting, war or 
riot, nor shall this insurance cover suicide, 
sane or insane, or injuries, fatal or non- 
fatal, inflicted intentionally by the insured, 
or by any other person, sane or insane, 
or sustained by the insured while insane or 
intoxicated, while violating law, resisting 
arrest or fleeing from justice, or while 
getting on or off any moving conveyance: 
or trying so to do, or happening while in 
or on any part thereof not provided for 
the use of passengers, or while in or on 
any vehicle or mechanical device for aerial 
navigation, or in falling therefrom or 
therewith, or while operating or handling 
any such vehicle or device. f. Insurance 


on any person under ticket policies in this 
Company is limited to the principal sum of 
$5,000 indemnity for injuries resulting in 
death, $2,500 for dismemberment, and 
$25.00 weekly indemnity for wholly dis- 
abling injuries. 





THE SUPER-SERVICE COMPANY 








Con- dents. 


than others. 
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This Line Renews 


N attractive feature about selling accident insurance is the fact that 85% 
of the business automatically renews. 

but once on the books it sticks. 
It requires real salesmanship to sell a man protection for his income, 
although the necessity for the same is quite obvious, because the average 
man feels he will escape being listed among the numerous victims of acci- 


Then again, agents find, certain accident insurance forms sell more readily 
This is because the more salable contracts possess attractive 


The long and successful underwriting experience of the London Guarantee 
& Accident Co., Ltd., is reflected in the provisions of the contracts issued 
by this company. And “LONDON” accident insurance contracts carry an 
especially strong appeal. 


LONDON GUARANTEE & ACCIDENT 


COMPANY, LTD. 


HEAD OFFICE: 
55 Fifth Ave., New York 


It is a line that must “be sold,” 








C. M. BERGER 
United States Manager 
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Agents Neglect Court 
Bonds At Own Loss 


SAYS RATHBONE IN ARTICLE 


Vice-Chairman of National Surety 
Points Out Value of Line to 
Company Representatives 

Agents are neglecting an important 
opportunity to create a profitable line of 
business and a large and continuing 
commission account for themselves by 
failure to actively solicit court bonds 
says Joel Rathbone, vice-chairman of 
the National Surety in an article written 
for the National Surety News, the pub 
lication of that company 

Extracts from his article follow: 

Sear in mind, when you solicit the 
business of a firm of attorneys, you are 
not soliciting only one bond, but you 
are soliciting a customer who may have 
manv bonds to place in the course of a 
vear, not only bonds for administrators 
and guardians, but bonds for receivers 
and trustees in bankruptcy, etc. The 
business of an important firm of lawyers 
onee secured for your office means a 
continuing source of income to you pro 
vided you handle their business with in 
telligence and care 

When I first came to the company in 
1902, the New York City Court bond de- 
partment of the company was writing an 
average of about one bond a day. 
Through intelligent attention to the re- 
quirements of lawyers, that business has 
grown until 1,000 bonds a month is not 
unusual for this department. 

I have before me a statement rendered 
to our Advisory Board for the court 
bond department that was organized in 
the summer of 1902, the statement cover- 















ing the six months ending February 28, 
1903, which was the first six months of 
my connection with the company. 

For the half year the company wrote 
397 bonds carrying a liability of $2,878,- 
057 on which premiums charged aggre- 
vated $8,011. It is interesting to note 
that at that time the rate figured $2.88 
per thousand and all the premiums were 
collected except $254. For the six 
months ending June 30, 1924, this same 
department wrote 5,270 bonds carrying 
a liability of $19,499,427 and premiums 
of $141,739. Incidentally the reports of 
bonds filed in the Supreme Court, New 
York County alone, showed that with 
twenty-nine companies competing, this 
company wrote over one-third of the 
business. 


Service Gets Business 


lhis result was accomplished prin- 
cipally because the company gained a 
reputation for knowledge of the court 
business and the prompt handling of 
lawyers’ requirements. Lawyers found, 
when they stopped in the office to dis- 
cuss some pending case, somebody who 
could discuss the matter with them in- 
telligently. They found that when they 
were ready to act, the company was like- 
wise ready, and if a bond was wanted 
in a hurry it was prepared, executed and 
delivered just as soon as it was humanly 
possible to do it. It took years to ac- 
quire that reputation and it was a hard 
fight to establish it, but after several 


Falconer’s Institute Address 
(Continued from page 29) 


men and young women who desire to 
become highly trained counsellors and 
advisors in all matters pertaining to in- 
surance so that the confidence of the 
public in the competence, efficiency and 
trustworthiness of persons engaged in the 
business, may be enormously increased. 

“There is a great work to be done. 
We are engaged in a business which is 
as important as banking or any pro- 
fession. By means of this Charter the 
insurance business may be elevated to a 
profession. We must have innumerable 
men and women in our business who 


vears of hard work the reputation grew 
by the best kind of advertising—com- 
ments of the lawyers themselves to each 
other. If a lawyer secured intelligent 
and prompt service from our company, 
he told some other lawyer about it and 
the next time that lawyer wanted a bond 
in a hurry, or a difficult bond prepared 
intelligently, he would come to the Na- 
tional for it, and so our clientele grew. 
What it has been possible to accom- 
plish in New York is equally possible 
cisewhere, and the agent of this company 
who thinks that solicitation of court 
bond business and the establishment of 
a clientele of lawyers is not worth while 
never made a worse mistake in his life. 
It will cooperate fully in exchange of 
ideas, in the perfection at home office 
service, and in making terms for the ap- 
plicant just as easy as good business 
practices will permit. We do not com- 
mence to do the court business in the 
field that other companies do, and there 
must be some reason for it. It cannot, 
in our opinion, be a home office reason 
for our out-of-town court business is un- 
derwritten just the same as our city 
court bond business. If failure to se- 
cure more of this business is due to bad 
management, it must be bad manage- 
iment in the office of our agents. If we 
can get 33 1/3% of the court bond busi- 
ness in New York City on the terms 
that we feel it necessary to make, you 
can get 33 1/3% of the business in your 
wh town on the same terms. 





stand as well and as high as any doctor, 
lawyer, banker or professional man does 
in his profession. In our business we 
have many persons whose knowledge of 
the business and its fundamentals is 
superficial, far more so than will be 
found in any other profession. We must 
proceed to change this, although it may 
take years to accomplish. 

“We have made the greatest step 
forward in the insurance business but 
we must keep up the step and add our 
minds and best intelligence to accom- 
plish our purposes. The business has 
obtained the. lifting impulse of a new 
ideal. Heretofore students have been 
going to school, now they are going to 


lege and the educational work must be 
performed in a manner to produce the 
best results and turn out year by year 
a host of young men and young women 
who are highly trained experts. 

“The administration of- the  incor- 
porated Institute is in the hands of a 
board of governors consisting of some 
of the leading insurance men. Others 
would have willingly served upon this 
board, but it was not feasible to ob- 
tain the services of all of them now, 
although they will be called upon later 
to come in and give their help. Cer- 
tain committees have already been ap- 
pointed by the board, such as an educa- 
tional committee, an examination com- 
mittee, a membership committee and a 
library committee. All these commit- 
tees are now at work engaged in carry- 
ing out the purposes of the organiza- 
tion. 


The Membership 


“The membership comprises  insur- 
ance companies, insurance societies or 
clubs, fellows and associate fellows. 
The membership committee is now at 
work devising rules for the admission 
of fellows and associates. These rules 
will be very carefully prepared, having 
in mind that the purpose of the Institute 
will be defeated if persons obtain the 
honor of recognition as fellows or asso- 
ciates unless they have attained some 
distinction in the business by position, 
or have rendered eminent services along 
educational lines. A number of persons 
will be elected fellows in the first place 
on motion so as to form the nucleus 
of the profession, then the list will be 
closed and only such persons will be 
admitted to fellowship who have passed 
the examination tests of the Institute. 
Eventually, a young man may not be 
able to obtain a position in an insur- 
ance office unless he satisfies his pros- 
pective employer that he is preparing 
to take or has taken the _ Institute’s 
diploma. Some insurance offices already 
are beginning to insert in all applica- 
tions for employment a question to this 
effect and more companies have _indi- 
cated their intention of doing so.” 
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Foster of Ontario Breaks a Speaking 
Record 
R. Leighton Foster, insurance com- 
missioner of Ontario, paid his first visit 
to New York last week and thinks that 
it is quite a town. Here three days, he 
made six speeches, addresses or various 
other forms of talk, the most formal be- 
ing before the Association of Life In- 
surance Counsel. He is a young man 
with a sparkling mentality and has held 
his present job six months. During the 
war he was in England in charge of 
wireless instruction for the Canadian 
forces. By profession he is a lawyer. 
* Ok Ok 


Manager McKay’s Daughter To Wed 

Having been one of the numerous per- 
sons on this side of the water who met 
General Manager McKay, of the North- 
ern Assurance, Mrs. McKay and their 
daughter, Miss Mary, during their re- 
cent trip here and having been won by 
their personalities, I desire to extend 
congratulations and felicitations upon 
the engagement of Miss Mary to Charles 
H. Ward Frost, of Windsor, England. 

In addition to being a charming girl, 


“Miss McKay is an athlete of distinc- 


tion, as she won the girl’s golf cham- 
pionship of England last year. While 
on this visit she managed to get in a 
few rounds of golf with some of the best 
men players in Canada and she wit- 
nessed the winning of the New England 
women’s championship by Miss Glenna 
Collett, of Providence. This match took 
place at a country club near Boston 
where the McKays and A. G. Martin, 
U. S. Manager of the Northern Assur- 
ance, and Mrs. Martin were the guests 
of Edward H. Woods of Hinckley & 
Woods, who represent the Northern and 
other companies in Boston. While there 
the two women golf champs had a pleas- 
ant meeting. Miss Collett is the daugh- 
ter of Everett Collett, manager in Prov- 
idence of the State Mutual Life 
Insurance Co. 
* * * 
The Late Samuel Gompers 

_As it is well known, the late Samuel 
Gompers was no friend of stock insur- 
ance companies and favored all the so- 
called radical “social welfare” measures. 
Despite his insurance views, he was held 
In respect by insurance people because 
they did not question his sincerity. It 
is only the demagogues who annoy them. 

But speaking of Gompers recalls an 
experience which William J. Graham, 
second vice-president of the Equitable 
Life Assurance Society, had when he 
started out one day to round up a num- 
ber of endorsements about group insur- 
ance celebrities. He began with Gompers 
and didn’t go any further. The labor 
leader regarded group insurance as an 
obnoxious type of paternalism, an in- 
sidious attempt to take from honest 
workmen some of their prerogatories and 
his icy eloquence almost froze the in- 
surance man in his tracks. Mr. Graham 
called it a day. 

* * 
The Commissioners at the Astor 
One of the surprising features of the 





commissioners’ 
principal discussions were upon life in- 
surance, one form of insurance which 
had almost dropped out of discussion at 


meeting was that the 


the commissioners’ conventions. At the 
Astor last week, however, there was very 
little doing respecting fire and casualty 
insurance. On Wednesday morning—the 
second day of the convention—the com- 
missioners gathered leisurely and after 
everybody had sat around for an hour 
or so the meeting was adjourned until 
the afternoon. It developed that Joseph 
Button of Virginia was ill and he had 
in his possession the agenda. 

After the session was over it was re- 
membered that the Pinehurst meeting 
did not amount to very much and neither 
did the Seattle meeting. The commis- 
sioners are just as well satisfied that 
they are not over their heads in commit- 
tee and other work demanding hearings 
at the regular conventions—and so are 
the insurance people. 

x ok x 
LaFollette’s Star Not In the Descendent, 
Says Ekern 

Everybody who attended insurance 
commissioners’ conventions a few years 
back remembers Herman L. Ekern, who 
for sometime was insurance commis- 
sioner of Wisconsin, and who has been 
and is a leading lieutenant of Senator 
Lalollette. When I asked Mr. Ekern, 
who at the present time is Attorney- 
General of Wisconsin, whether he were 
not depressed at the poor showing made 
by his chief in the election, Mr. Ekern’s 
face showed surprise and he asked: 
‘Why should I be?” 

“Because of the Senator’s poor show- 
ing in the election. He only got about 
4,000,000 votes.” 

“But I do not consider he made a 
poor showing, although he might have 
carried more states than he did. As a 
matter of fact, Senator LaFollette got 
nearer 5,000,000 than 4,000,000 votes, while 
President Coolidge only won by about 
700,000 or 800,000 majority. His plurality, 
of course, ran into the millions, but his 
majority was exceptionally small.” 

[ asked Attorney-General Ekern who, 
when he retired from the office of in- 
surance commissioner, represented a 
number of the non-agency mutuals and 
reciprocals and he answered: 

“I continue to practice law outside of 
the State of Wisconsin.” 

x ok 


Insurance Men at the Play 


There were more insurance men at the 
different theatres last week than have 
turned out in sometime in the interest of 
the drama. Not all of them were at 
“The Follies” and other undraped shows. 
I notice that every time an insurance 
man goes to “The Follies” he tries to tell 
you that the drawing card is not the 
third from the right but is really “Will” 
Rogers, who says himself that he is the 
cause of more alibis than any one in 
New York. 

I wandered into the Plymouth one 
night to take a peek at “What Price 
Glory,” the sensational world war drama 
about the Marines, An interesting group 


from an insurance standpoint included 
Henry H. Putnam, publicity manager of 
the John Hancock, who came to town 
with his chief, Walton L. Crocker, presi- 
dent of the company, who on Thursday 
and Friday presided at the annual gath- 
ering of the Association of Life Insur- 
ance Presidents—a very fine presiding 
officer, too; Frank L. Armstrong, pub- 
lisher of “The Insurance Age” and 
“TheeInsurance Journal’; John E. Sulli- 
van, commissioner of insurance for New 
Hampshire; C. M. Cartwright, managing 
editor of the “National Underwriter” ; 
Franklin Webster, -president of the In- 
surance Press Co.; and W. L. Hadley, 
secretary of THr EASTERN UNDERWRITER 
Co. 

Having been overseas in the service of 
the Red Cross it was a case of seeing 
over again in much milder form scenes 
very familiar to Mr. Putnam. It would 
seem that the “Dough-Boys” were on 
anything but a family picnic when they 
were doing service in the trenches. 

kk 
Guessing About Mark McKee’s Income 

I often hear insurance men say “What 
has become of Mark T. McKee, the 
one-time silver tongued spellbinder of 
the Insurance Federation, and is he mak 
ing as much money as they say he is?” 
McKee was at the Astor last week, but 
was mixing with his own people—the 
Yeoman of the World—and not with his 
former associates between whom and 
himself there is quite a gulf at the pres- 
ent moment. They prefer to regard Mc- 
Kee as a closed chapter. Regarding the 
rumor that he is making $100,000 a year, 
| could not corroborate as his present 
associates do not know. No statement 
about McKee or his activities or his 
salary would surprise anyone who knows 
him. In addition to’ his Yeoman con 
nection he is also interested in a gravel 
concern with his brother, Max, which 
sells its soil to the Ford people. The 
home of Mark T. McKee is in Detroit. 

* ok Ox 
Moffatt’s Dinner List Grows 

That T. C. Moffatt, president of the 
National Association of Insurance 
Agents, is growing as an insurance per- 
sonality, was again illustrated last week 
when he was one of the few fire insur- 
ance men invited to a dinner given by a 
life insurance company each year at the 
time the commissioners are in town. He 
was also at the Insurance [Federation 
dinner. After a brief insurance experi- 
ence, Mr. Moffatt became a fire insur- 
ance special agent; then a fire insurance 
agent. Later, he added casualty insur- 
ance and now he is at home in all lines. 
He has built up quite an organization in 
Newark. 

* ok 
Compromise the Dugan Case 

In the Red Book of Fire and Cas- 
ualty Insurance Selling, published by 
THe Eastern UNpberwriter (1924 edi- 
tion), appeared a story of the death of 
John Dugan, killed by a truck owned 
by Sullivan Brothers of Flushing, L. L., 
after it struck Dugan on the street. A 
large family was left to be supported by 
a young girl and a $100,000 damage suit 
against Sullivan Brothers followed. Sulli- 
van Brothers had only a small limit 
liability policy. 

The jury disagreed on October 30. The 
case was to come up again for trial, 
but has finally been compromised for 
$15,000. 


* * * 


Why Auto Insurance Men Are Not 
Better Posted 

Some underwriter who read the edito- 
rial in THe Eastern UNbERwRITER last 
week commenting upon the fact that in- 
surance producers are not better posted 
relative to automobile and some of the 
other side lines makes the comment that 
the automobile insurance situation is in 
such a state of fluctuation that it is 
almost impossible to achieve a 100 per 
cent. knowledge; in fact, some of the 
agents and brokers have thrown up 
their hands and say that they can’t keep 
track of the changes and prefer to write 
to companies when they want specific 
information. It’s not the fault of the 


agents and brokers, but of conditions 
peculiarly applicable to this division of 
insurance. I see no solution at the pres- 
ent time. The agents and brokers have 
to do the best they can; grab what in- 
formation they can; and trust to luck. 
* Ok 
Bad News for Stenographers 
[ overheard some important philosophy 
while walking. behind two well-known 
brokers in William Street this week. It 
was this: 
“My system is, in brief: “Never write 
a letter and never tear one up.” 
x ok * 
Boston Fire Lectures 
I have been asked what the night fire 
lectures of the Insurance Library Asso- 
ciation of Boston cost to attend. The 
tuition fee is $8, payable on enrollment. 
If the student draws books from the 
Library he must become a member of 
the association. Membership for resi- 
dents costs $10. The lectures are held 
in the assembly room adjoining the 
reading room of the Library on the ninth 
floor of 18 Oliver Street at 6:10 p. m. 
William B. Medlicot is chairman of the 
educational committee of the fire branch. 
* ok * 


Had To Buy a Hollerith Machine 

\ small insurance company was noti- 
fied by the New York Insurance Depart- 
ment that it had to file with the Depart- 
ment data about its risks. The company 
bought a Hollerith machine, hired two 
Hollerith operators and they are busy 
trying to catch up. The automobile 
risks are the ones which cause the 
trouble. 

* Ok 


Mr. Cowan Meets the Journalists 

David M. Cowan, manager for the Sun 
Life of Canada at Jersey City, had never 
et any insurance newspaper men until 
one night last week when he met them 
all at one time—or nearly all who pound 
the pavements around New York City. 
He was cast as the lone life underwriter 
to sit at the press table at the New 
York Life Underwriters’ Association 
dinner. He came to New Jersey to 
open the Jersey City office for the Sun 
Life when it entered that state about a 
year ago and has been too busy to go 
around much to gatherings where he 
would be apt to meet the news hounds. 
For the first few minutes at the life 
underwriters’ dinner he didn’t know 
what to make of the light handling of 
big personages and events in the busi- 
ness which often characterizes the chat- 
ter of the journalists among themselves. 


ENTERS VIRGINIA 


Some enthusiastic agent wrote some 
business in Virginia for the Employers’ 
Indemnity of Kansas City while the com- 
pany’s application for admittance to the 
state was pending and as a result it 
was fined $200. The company was bound 
on two lines, the fine being $100 apiece. 
The company is now entered. 





N. J. RATING BUREAU MEETS 

A special meeting of the Compensa- 
tion Rating and Inspection Bureau of 
New Jersey was held on Thursday, 
December 18, at the Robert Treat Hotel, 
Newark, N. J., at 10 A. M. The purpose 
of the meeting was to elect a member to 
the governing committee to fill the 
vacancy caused by the resignation of the 
Securitv Mutual Casualty. 

OPENS PHILADELPHIA BRANCH 

The Indemnity Company of America, 
of St. Louis, has opened a branch office 
in Philadelphia at 424 Walnut Street and 
appointed E. Frank Nightingale as man- 
ager. The company writes automobile 
insurance exclusively. Charles A. Lemp 
is president of the company. H. F. David 
is secretary, Earl C. Thompson, vice- 
president and general manager and’ Wil- 
liam J. Lemp, Jr., treasurer. 


EAGLE APPOINTMENT 
The Eagle Indemnity has appointed 








Fred T. Rohleder, of Niagara Falls, N. 
Y., as general agent. 
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Beha Explains Move 
In Quizzing Brokers 


ABOUT UNADMITTED INSURANCE 


Seeking to — Needs of Business But 
Likewise Determined to Lessen 
Illegal Writings 
Marine and casualty underwriting 
executives, especially, are pleased with 
the stand taken by Superintendent 
James A. Beha of the New York State 
Insurance Department with reference to 
the placing of insurance by brokers with 
unadmitted insurers. Most brokers, on 
the other hand, are not content with this 
prying into their affairs. In asking 
brokers to tell whether they have placed 
any unauthorized covers the Insurance 
Department is seeking to learn how 
much unadmitted insurance is being 
written and reasons why. There are, of 
course, two main causes for insurance 
yoing directly abroad: first, cheaper 
rates; and second, inability to get the 
same broad coverage here under a single 
policy of insurance, or sometimes to get 

it at all. 

Late last week Superintendent Beha 
sent another statement explaining his 
quest for knowledge with reference to 
unauthorized insurance. He is seeking 
to learn the needs of the business and 
through legislation, if possible, to sup- 
ply those needs here where it 1s ap- 
parent they are lacking. Moreover, he 
is following in the footsteps of his pre 
decessors in attempting to reduce the 
amount of insurance taken illegally out 
of this country by brokers by declaring 
it as his intention to enforce the statutes 
in cases where they are needlessly 
violated. In marine and casualty circles, 
those affected most by unadmitted com 
petition, there is strong hope that the 
Insurance Department will use a strong 
hand to suppress the wide activities of 
Lloyd's and other unadmitted insurers 
here. 

Following is the announcement issued 


by Mr. Beha: 


Beha’s Statement 

“The recent notice given out by this 
department with respect to additional 
questions in the application blank for 
renewal of brokers’ licenses has caused, 
I am given to understand, some comment 
as to the purpose of the department and 
also with reference to the action, if any, 
which the department may take against 
brokers admitting to violations of the 
law. 

“To clear up any misapprehension on 
the part of those seeking licenses or re- 
newal of licenses from this department 
to act as brokers, I wish it to be made 
clear that unlawful acts, whether rebat- 
ing, transacting business with unauthor- 
ized insurers or otherwise, cannot, in 
justice to those brokers who comply with 
the law and to those insurers who lend 
their support to the State by the pay 
ment of taxes, be countenanced. 

“In this connection, however, I do not 
desire to spread the impression that 
summary action will be taken by the de- 
partment against a broker who may in 
his application admit being a participant 
in such irregular practices. I fully rec- 
ognize that legitimate demands of a 
great business must have proper con- 
sideration and that practices of long 
standing, even though questionable or 
illegal, cannot be fully corrected at once. 
once. 

“Due deliberation will be given to all 
applications and to the issuance of 
licenses and I trust that through the 
honest co-operation of those engaged in 
the business much may be accomplished 
to correct a situation which for years 
has given this department a great deal 
of concern, a situation unfair to the 
public, which enriches foreign concerns, 
giving no support to our institutions but 
competing with recognized companies 
paying taxes for such recognition—a 
situation the existence of which makes 
almost ridiculous our  prohibitory 
statutes. 

“It will be noted that the application 
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SAFETY RESPONSIBILITY 





Committee of Conference On Street and 
Highway Safety Says Public Of- 
ficials Bear Burden 
The responsibility for street and high 
way safety rests upon public officials, 
federal, state and local, according to the 
committee on Public Relations of the Na- 
tional Conference on Street and High- 
way Safety in its report to Secretary 

of Commerce Hoover. 

rhe recommendations of the commit 
tee are divided into three parts as fol 
lows: ’ ; 

1. A sound program for assigning re 
sponsibility to the proper governmental 
agencies-Federal, state and local-and for 
organizing the other elements of society, 
to bring about the solution of the inter- 
related problems of traffic and_ traffic 
safety. 

2. A program of cooperative action 
for obtaining prompt and effective na 
tion-wide attention to, and application of, 
the recommendations of this Conference. 

3. A temporary committee to assist in 
furthering the campaign for putting the 
recommendations into effect, and certain 
similar committees and technical experts 
to develop further special phases of the 
probiem, the need for which has been 
brought up by the studies of the other 
committees, such as uniformity of laws, 


_regulations, statistics and practices.” 


MERCANTILE SAFE INSURANCE 


Some reasons why mercantile safe in- 
surance is not carried by safe owners 
are: 

(1) If he never had his safe burglar- 
ized, he may assume that he will be 
equally fortunate in the future. 

(2) If there have been no safe bur 
glaries in his town or neighborhood for 
some time, this fact may also tend to 
increase his false sense of security. 

(3) He may believe that, because he 
paid a good price for his safe, it is prac 
tically “burglar-proof.” 

(4) He may feel that, because he does 
not make a practice of keeping large 
amounts of money in his safe, he does 
not need safe insurance.—“The Aetna- 
Izer.” 


blank must be 
should have careful consideration in 
answering the several interrogatories. 
In replying to the additional questions, 
the subject of this notice, I would invite 
such frank explanation as brokers may 
desire to give, in order that the depart- 
ment may by legislation or otherwise 
take the necessary measures to rectify 
present conditions.” 


sworn to, which fact 


Deposit Box Losses 
A Case of Negligence 


ADVISES INSURANCE COVER 


Thomas B. Pete, G al C 1 
American Bankers’ Association, Dis- 
cusses Bank’s Responsibility 





There have been several decisions fen- 
dered in, the lower courts holding banks 
liable in’ cases of losses from safe de 
posit boxes. But few of the cases, how- 
ever, have reached the court of appeals or 
the supreme court. From the opinion of 
various courts it would seem that the real 
question involved in safe deposit box 
losses is one of negligence. 

Quoting from an article in a_ recent 
issue of “The Northwestern Banker” in 
which Thomas B. Paton, general counsel 
of the American Bankers’ Association, 
advises banks and box renters to protect 
themselves with insurance, we read: 


“In the absence of contract defining and 
limiting its liability, the bank is charged 
with the duty of exercising ordinary or 
reasonable care, which is the degree of 
care that a prudent person would take of 
his own property of like kind under simi- 
lar circumstances or conditions. The 
most frequent causes of loss are those 
arising out of theft and burglary and the 
facts of each particular care are taken 
into consideration by court or jury in de- 


termining whether reasonable care has 
been exercised or the bank has been 
negligent. 


“In a case in Mississippi, the bank was 
held liable for an embezzlement of War 
Savings Certificates held for safekeeping 
on the theory that the act of the officer 
was the act of the bank, but this decision 
is contrary to the general run of cases 
wherein the acts and knowledge of the 
guilty officer are not chargeable to the 
bank and it is not responsible unless. it 
knows of speculative transactions on his 
part that make it imprudent to keep him 
in its employ. 


“A number of cases have grown out of 
losses caused by burglars who have 
broken into the bank’s vaults or safes and 
taken securities held by the bank for safe- 
keeping. In a number of these cases, the 
bank has been held lacking in reasonable 
care where it was shown the securities 
were placed in the vault outside of the 
burglar- proof money chest, even though 
some of its own securities were kept in 
the same place and also stolen. In some 
cases, the fact that there was no burglar- 
alarms system nor night watchman em- 
ployed and the fact that the vault was of 
insecure character have been submitted to 
the jury for them to decide whether under 
all of these circumstances the bank had 
exercised reasonable care or was_negli- 
gent; and in some cases where the bank 
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has advertised or has declared through aj 
officer that it would be responsible for se- 
curities placed in its custody, the ques- 
tion has turned upon whether it has made 
a contract under which it became insurer 
of the safety of the property.” 


Cases of Negligence 


“In at least two cases, where safe de- 
posit boxes of country banks in small 
communities have been burglarized, testi- 
mony showing the character of the vault 
and equipment, the Jack of burglar-alarm 
systems, night watchmen and other safe- 
guards has been submitted by the court to 
the jury to be considered as bearing on 
the question of negligence and in both of 
these cases verdicts have been returned 
against the bank. The judgment in one 
of these cases which occurred in California 
has recently been reversed by the district 
court of appeal in that state and the bank 
relieved from liability. The report of this 
case presents for the first time a decision 
of a higher court which will show the 
country banker who maintains safe de- 
posit boxes, for which he receives small 
rental, just what is expected of him to 
comply with the requirements of reason- 
able care.” 

Mr. Paton teferred to a class of cases 
where box renters have asserted that 
securities which they had placed in the 
box were afterwards found to be missing 
in which the bank, in some instances, has 
been held liable because the testimony of 
the box renter establishing the fact of de- 
posit and loss has created a presumption 
of negligence and thrown the burden of 
showing due care upon the bank which it 
was unable to sustain. Not all such cases 
have so resulted, but it is well for the 
banks to protect themselves as far as 
possible against a liability of this kind by 
a clause in their rental receipts to the 
effect that the opening of the box by an 
unauthorized person is not inferable from 
loss of its contents. Mr. Paton recom- 
mended that the terms of liability should 
he clearly defined and limited by contract 
with the box renter and also advised the 
taking out of insurance to protect both 
hank and box renter. 


Western-British American 
Group Absorb Canadian Company 


The capital stock of the Imperial Guar- 
antee & Accident of Canada, of Toronto, 
Canada, has been acquired jointly by the 
Western and British Assurance Com- 
panies. The Imperial Guarantee & Acci- 
dent, which will continue to be run as 
a company under its own name, thus en- 
ters the Western-British America group 
which now comprises five companies. 
The head office of the Imperial Guar- 
antee & Accident has already been 
moved to the Western Building where 
the personnel will be linked up with the 
present staff of the companies. E. 
Willans, managing director, and other of- 
ficials of the Imperial Guarantee, con- 
tinue with the company in the same 
capacities. 


ENCOURAGES ATTENDANCE 


Employes of the American Surety have 
been offered an opportunity to enroll in 
the course of suretyship study being 
given by the Insurance Institute of 
America. Provided the employe attends 
the lecttres of the Institute regularly, 
the company will pay the entire fee for 
the course. Already some _ thirty-five 
American Surety men have registered 
for the series. 


BATTIN SUCCEEDS BARNHART 


Dy. BF, Battin has been appointed 
editor of the “National Surety News, 
succeeding W. L. Barnhart, resigned. 
Battin has been with the National Sand 
for some time in charge of the speakers 
bureau of that company. He was for 4 
number of years a professor at Swath- 
more College. 





OPENS DETROIT BRANCH 
A Detroit branch has been opened by 
the Federal Surety of Davenport. Resi- 


dent managers will be E. H. Allen and 
W. E. Jackson, 
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We extend 
Cordial Christmas Greetings 


and 


Best New Year Wishes 


to the 
Whole Insurance Fraternity of the United States. 


INDEPENDENCE INDEMNITY COMPANY 


Head Office—PHILADELPHIA 


CHARLES H. HOLLAND, President 






Surety Bonds 
© 9 Gah§ \\ rn) 4 
SAU Ati Dan 
WAN WU ny \\\\ 

eNO TNL 
Sse UE \ 

VES AM br yet 


WY 
\ 


































































This Company Maintains Human Relations with 
its Agents, Brokers and Policyholders 
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Special 





Advertising Service 


Clang! Clang! Clang! the shrill 
whine of a siren, the glare of flames, 


billows of smoke. CROWDS. 
A fire is always well advertised. 


Fire insurance advertising can also 
be effectively done. The Advertising 
Department of The Home Insurance 
Company of New York is prepared to 
be of service to its agents in connec- 
tion with their local advertising cam- 
paigns. 


Facilities are available for provid- 
ing agents with advertising copy for 
their local newspapers, specially pre- 
pared cuts, folders, window displays 
and posters. Many other features of 
special service are being performed 
for Home agents daily. If you have 
some particular advertising problems 
The Home is anxious to help you 


b 


solve them. 
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